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A. W. NEALE TESTIFIES 


BEFORE LEGISLATIVE COMMITTEE. 


President of Local Agents Association 
Tells of Operation of Law 
in Ohio. 


A. W. Neale, of Cleveland, Ohio, pres- 
ident of the National Association of 
Local Fire Insurance Agents, testified 
before the New York Legislative Inves- 
tigating Committee yesterday, being 
preceded on the stand by E. J. Tap- 
ping, also a local agent of Milwaukee, 

Mr. Neale gave it as his opinion that 
the rate of commissions paid on pre- 
ferred business was altogether too 
high and should be reduced. He did 
not, however, favor a flat rate. 

Upon request President Neale told of 
the effect of the anti-compact law in 
Ohio, where underwriting conditions 
were not materially different from 
those obtaining in the Empire State. 

Mr. Neale did not think that it would 


be advisable to abolish the New York | 


Fire Insurance Exchange, the joint 
making of rates being of distinct ad- 
vantage to the assured. 

Mr. Tapping coincided with Mr. 
Neale in thinking that commissions’ 
rates upon preferred business were ex- 
cessive, and could with advantage both 
to the insurance companies and their 
local representatives be reduced. 


Rate Reduction for New York City. 


The recommendation of the Rate 
Committee of the New York Fire In- 
surance Exchange, that tariff be re- 
duced on many classes of business in 
this city, was approved at the meeting 
of the association yesterday. It is es- 
timated that the new schedule will re- 
duce the premium about 5 per cent., re- 
sulting in a saving to the assured of 
$1,250,000 from the estimated total in- 
come of $25,000,000. 





Eastern Union Meets. 


An important meeting of the Eastern 
Union was in session in New York 
City yesterday as this issue of The 
Esatern Underwriter went to press. A 
number of non-union company officials, 


who had tacitly joined the organization, 
in the | 


were present and participated 
deliberations. 
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0 EDUCATE “AND CONSERVE 


| AIM OF LIFE PRESIDENTS’ ASS'’N. 


|Great Gathering of Home Office and 
Field Men at Chicago—Topics 
| Discussed. 


Two great features stood out in the 
| papers presented and discussions inci- 
| dent thereto at the fourth annual meet- 
| ing of the Association of Life Insurance 
| Presidents, held in Chicago Friday and 
| Saturday of last week, namely, Educa- 
tion and Conservation. The object of 
General Manager Robert Lynn Cox has 
been to make the sessions of the con- 
held by the organization of 
such practical value, that in attendance 
and influence exerted no boundary lines 
would be neither would the 
suggestion from an executive of a large 
|}company receive more consideration, 
than one emanating from the official 
|of a smaller institution, unless its pur- 
and possible effect on the business 
whole actually merited it. A gen- 

understanding that no special in- 
l'terests or section was to be favored 
| has made the annual meetings of the 
| Association of Life Insurance Presi- 


ventions 


recognized, 


| pose 


as a 
| eral 


Entered United States | de ants occasions looked forward to by 


practically all company executives, but 
|}the program arranged for the gather- 
|ing just held, together with the conve- 
}nient location of Chicago as a meeting 
place, made the attendance the largest 
in the history of the Association. 

There was an unusually large gather- 
ing of field men, so that the tendency 
ij has not only been that of bringing to 
| gether officials of companies domiciled 
in the north, south, east and west, but 
in addition to bring into practical co- 
operation the home office and field 
forces. 

That the purpose of Mr. Cox was an 
actual realization is shown by the reso- 
lution introduced by Haley Fiske, of 
New York, chairman of the Committee 
on Resolutions: 

Resolved, That the Association con- 
gratulates the General Counsel and 
Manager upon a very successful con- 
vention and express its appreciation of 
the great value and interesting charac- 
ter of the papers for which he ar- 
ranged and of the convenience and 
comfort of the members and guests in 
attendance. 

The resolution 
adopt by 
out 


Other Resolutions Adopted. 
id , ) re ylutions prese! d by 


nd adopted were as 


Resolved, That the Association ex- 
press its appreciation of the ability 
shown in the papers read at this con- 
vention, and its sincere gratitude to the 
authors for the time and care which 
were necessarily expended in their 
preparation, and for the courtesy and 
kindness of the writers in personally 
attending the convention to read them. 

Resolved, That this Association ex- 
presses its great interest in the sugges- 
tion made by Professor Adams in rela- 
tion to taxation and requests the execu- 
tive committee to consider a plan by 
which the House of Governors or a 
group of Governors of prominent 
| States may be persuaded to join in the 
|appointment of a commission to con- 
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sider and report to the various States 
upon the general subject of State Tax- 
ation with suggestions as to a general 
scheme embracing the taxation of the 
various forms of property and of cor- 
porations and businesses which is com- 
mon to most of the States. 

Whereas, The opportunity for the 
study of principles of life insurance 
from a vocational standpoint is not 
generally offered in the institutions of 
higher learning within the United 
States, 

Resolved, That this Association de- 
vote its energies toward the adoption 
by such institutions of suitable courses 
of study either in the regular curricu- 
lum or in the elective courses or in the 
summer schools or post-graduate work 
as will best prepare those men and 
women who may make the business of 
life insurance their life work; and 

Resolved, That the executive com- 
mittee be instructed to invite the at- 
tention and consideration of the col- 
leges and universities of this country 
to the advantages to be derived from 
the introduction of such courses of 
study as herein outlined. 

Resolved, That the Association adopt 
the report of the Life Extension Com- 
mittee and the General Counsel and 
Manager be instructed to carry out the 
recommendation of the committee, and 
co-operate to procure the _ establish- 
ment of a Federal department of 
health. 0 

Paul Morton Chairman. 

It was a great array of life insurance 
talent which confronted Paul Morton, 
piesident of the Equitable Life Assur- 
ance Society, who presided as chairman, 
when he called the gathering to order. 
Briefly he outlined the object of the 
Association, which he said “is educa- 
tional, and in every sense it looks after 
the general welfare of its policyhold- 
ers.” The selection of Chicago as a 
meeting place was a recognition that 
“the center of life insurance, like the 
Star of Empire, is rapidly moving west- 
ward.” 

Speaking of life 
ments in the West. Mr. 


insurance invest- 
Morton said: 


“We are also here because of the 
very heavy investments that life insur- 
ance companies have made in the Mid- 
dle West. We want those who live here 
to understand that, while the estimated 
reserve held for policyholders resid- 
ing in the Mississippi Valley amounts 
to about $583,000,000, the life insurance 
companies have invested in this same 


territory over $726,000,000; in other 
words, we are not, as many are led to 
believe, draining this section of the 
country of its money in life insurance 


premiums and taking it Fast to invest: 


but on the contrary we have actually in- 
vested over $143,000,000 more in this 
territory than the total reserves for this 
same territory amount to, and when I 


speak of the Mississippi Valley in this 


connection, I mean only the Middle 
States.” 

Mr. Morton called attention to the 
fact that, while there are 231 life in- 


doing business in 
only 11 of them are 


surance companies 
the United States, 


located in New York City. 
Greeting of Illinois. 
Gov. Deneen being unable to extend 


a greeting and welcome personally, his 
place was filled by Fred W. Potter, 
superintendent of insurance. He said 
in part: 

“A brighter day has dawned for cer- 
tian phases of the business. To some 
the situation has at times looked dark, 
but the optimist has always seen the 
sunlight. Well do we all remember 
the first few years following the agita- 
tion in the East. As law after law was 


passed in the different States, some of 
them ill considered, many of them 
beneficial to regulate your business, 
many insurance men, from the field 


workers to those in executive positions, 
became apprehensive that the future 


of the business was in jeopardy. Their 
fears were groundless, however, and to- 
day we find fewer men. both legisla- 
tors and otherwise, who are seeking 
doubtful means to regulate a highly 
technical business about which many 


of us know so little, while at the same 


time we know that much of the new 


legislation has been helpful to the busi- | 


ness. 

“We are glad to note a desire on the 
part of the officials of the various com- 
panies to suppress evils that have crept 
into the business in which they are 
engaged, and the net results all along 
the line are gratifying to all. True and 
lasting reforms come from within, from 
a desire to do the square thing, and I 
heartily congratulate your association 
in its efforts to better insurance condi- 
tions. When we consider that in the 
panic of recent years, while other fi- 
nancial institutions have failed, the 
life insurance companies have weath- 
ered the storm and the stress, meeting 
all their obligations as they accrued, 
we can always be optimistic of the 
future of the business.” 


South Makes Response. 


In responding to the address of wel- 
come, E. B. Craig, vice-president of the 
Volunteer State Life of Chattanooga 
said that “the history of life insurance 
can well be compared to the history of 
Chicago. Each is essential to this great 
nation. Harm to either would be hurt 
to the country. Both commencing on a 
small scale, have grown to dimensions 
that astonish all who know the facts. 
Alike they have passed through a fiery 
furnace, and emerged stronger than 
ever. The history of each is, and 
should be, a pride to every American 
citizen. Poth stand ar the bar of pub- 
lic opinion, monuments of strength, and 
indestructible.” 

Continuing Mr. Craig said: 

“The fact that the honor of respond- 
ing to the cordial words of welcome of 
the distinguished gentlemen comes to 
the youngest company in the associa- 
tion is a striking evidence of the good- 
will and comradeship of the older and 
larger companies toward the younger 
companies, which by their manner of 
organization and methods of doing 
business have shown high ideals and a 
firm purpose not to deviate from con- 
servative lines. Further, it is an evi- 
dence of the fact that tnis association 
had its birth-in a conviction existing 
in the minds of men at the head of the 
largest and strongest institutions in 
our country that the life insurance busi- 
ness, and the interest of the insured 
could best be conserved in matters af- 
fecting the general welfare of the busi- 
ness, by the united efforts of all com- 
panies. Life insurance is a part of the 
very warp and woof of modern life, and 
is the foundation rock upon which rests 


the hope of the heads of families for 
those dependent upon them. In this 
fact, this association recognizes a 


sacred trust, and in its efforts to create 
a condition that will enable us to bet- 
ter fulfill it, no individual company, 
large or small, old or young, is consid- 
ered, but rather does it seek to deal 
with correct principles, to the end that 
those in authority may join us in pro- 
ducing laws and conditions that will be 
just to the insured and to all compa- 
nies alike * * * 

“In the past eight or ten years a 
creat number of life insurance compa- 
nies have been organized, most of them 
in the South and West, and to-day near- 
ly every State has its home company. 
It is remarkable that two of the Middle 
West States have each more insurance 
companies than have all of the New 
England States together. Whatever of 
success or failure attends the organiza- 
tion of new companies will more or 
less affect public opinion as regards the 
business in general. The gravest re- 
sponsibility, therefore, attends the en- 
trance of the new companies into this 
broad field of human activity and 
should cause them to look with care, 
and see that no untried or unsound 
principle be introduced at the beginning 
of their operation, or questionable 
method used in their dealings with the 
public. As a representative of one of 
the small companies I can but speak 
earnestly along these lines. I frankly 
admit that the newer companies are 
more in need of just insurance laws 
than are the older companies, and I am 
equally frank in saying that in my 
opinion no State can pass a law, good 
for the old companies, that will not be 
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good for the new companies, and that 
no State can pass a law, bad for the old 
companies, that would be good for a 
young company, even though it be 
passed with the idea of helping a home 
company. All companies alike must 
stand on merit, and to be good must be 
sound.” 

Life Insurance Instruction in Colleges. 

A comprehensive paper on this sub- 
ject was read by Robert Lynn Cox, 
general counsel and manager of the 
Association, in which he gave an idea 
of what is being done in colleges and 
universities in affording facilities for 
the study of life insurance. He said 
in part: 

“Life insurance in its incidental rela- 
tionship to the general subject of 
economics has been considered and 
somewhat discussed in college courses 
for a great many years, but life insur- 
ance as a special and separate course 
seems to have originated with Harvard 
College in 1897. To-day it is a subject 
of one or more special courses in thirty- 
three colleges and universities with a 
student body of eighty thousand. There 
has been an increase during the last 
five years of 154 per cent. in the num- 
ber of institutions offering such courses. 
Besides, there has been a wonderful 
development in the treatment of the 
subject in the various collegiate courses. 

“But this is not all. There is a group 
of 191 colleges and universities, with a 
student body of 95,000, which pays vary- 
ing degrees of attention to the subject 
in connection with their regular courses 
in economics, sociology, etc. It is in this 
vast group, containing many of the rep- 
resentative universities of the country, 
that the expansion of the immediate 
future will probably take place. Sev- 
eral of the institutions in this classifica- 
tion are already planning for the estab- 
lishment of separate courses in insur- 
ance instruction. 

“There is a third group treating the 
insurance made up of institutions that 
do not fall into the two former classifi- 
cations noted. It numbers thirty-nine, 
with a student body of 17,000. Many of 
these colleges deal with the subject in 
commercial law. Others report inci- 
dental treatment without mentioning 
the course involved. 

“These three groups make a total of 
263 institutions treating the subiect of 
life insurance out of 588 colleges and 
universities in this country. In point 
of number we, therefore, find 45 per 
cent. of the institutions of higher educa- 
tion dealing with the subject. How- 
ever, these 263 institutions have a 
student body of 192,000 out of a total 
of 318,000, or 60 per cent. Therefore, 
life insurance to a greater or less ex- 
tent is treated in institutions that have 
considerably more than half of the col- 
lege student population in this country. 

“The pioneer life insurance instructor 
in institutions of higher learning was 
the late Charlton T. Lewis, of New 
York. It was he who presented at Har- 
vard in 1897 what seems to have been 


the first definite instruction of this kind. 
It is interesting to note in this connec- 
tion that Mr. Lewis was an officer of 
the first association of life insurance 
companies in this country. This was 
known as the ‘Chamber of Life Insur- 
ance,’ which was formed in 1866 and 
reorganized in the early seventies. Mr. 
Lewis was secretary and treasurer of 
this organization during its second peri- 
od of activity.” 


“Insurance Education in Europe.” 

A valuable paper on this subject, rep- 
resenting a great deal of research and 
time in preparation, was read by 
Henry Moir, associate actuary of the 
Home Life of New York. It dealt at 
vonsiderable length with the various 
forms of insurance education in Great 
Britain, directing attention to peculiar, 
or interesting features of the subject 
of insurance in other countries. He 
divided his subject into three sections, 
as follows: 1.—Technical training. 2.— 
Instruction in universities. 3.—Popu- 
lar knowledge, which includes govern- 
mental affairs, since the people are sup- 
posed to know the business their legis- 
lators undertake. 

As regards the training in European 
countries, he said: 

“In general it may be said that the 
technical training is good in all the 
more liberal countries of Europe. Uni- 
versity training has been introduced in 
one or two centers, but apparently with 
the object not of furnishing a desir- 
able addition to the knowledge of a 
well-educated man, but of supplement- 
ing or leading up to some technical 
course. Throughout the continent of 
Europe popular knowledge of the sub- 
ject is inadequate and poor, and the 
people generally are probably less well 
educated on the average than those of 
the United States. In some parts of 
Switzerland and Great Britain this con- 
dition does not hold, but even in the 
best educated localities, whether in 
Europe or America, a fair knowledge 
of the fundamental principles of insur- 
ance is sadly lacking.” 

College and What It May Do. 

In discussing “The College and what 
it may do for life insurance,” George T. 
Dexter, second vice-president of the 
Mutual Life, held that the theoretical 
course in the art of selling life insur- 
ance must be supplemented by the 
actual work of soliciting with real 
policies to handle, and in conjunction 
with men engaged in the business. The 
latter, he said, may be looked upon as 
practical instructors. We quote fur- 
ther as follows: 

“Soliciting life insurance is, first and 
last, salesmanship. It has been demon- 
strated that—given a certain aptitude 
for the work—the art of salesmanship 
can be taught. There are so-called 
‘natural salesmen,’ just as there are 
natural mechanics. Either may succeed 
without special instruction, but both 
will become more efficient or will ad- 
vance more rapidly, under competent 
tuition. Any really successful canvas- 


ser in any other line of business ought 
to succeed as a life insurance solicitor. 
The man who can sell a cash register 
or an automobile can sell life insur- 
ance; though it may be conceded that 
in some respects the latter vocation is 
fraught with the greater difficulties. 
Nevertheless, the same rules apply in 
each case, the same principles govern. 
The manner of approach, the presenta- 
tion of the case, the art of persuasion, 
numberless effective arguments such 
as the experienced solicitor can sug- 
gest, will constitute a feature of the 
course in salesmanship. 

“Instruction in psychology will be an 
important branch of the life insurance 
course. Every efficient salesman is a 
psychologist, whether he knows it or 
not. He is an adept in moving the 
minds of others. He says and does the 
right thing at the right time; because, 
intuitively, he perceives what line of 
argument will be effective in the par 
ticular case, and knows precisely when 
to close the argument and get the name 
upon the dotted line. He recognizes 
the ‘psychological moment’ on the in- 
stant, though he may not call it by 
that name. This faculty of saying and 
doing the right thing we designate 
‘tact,’ which, after all, is only a shorter 
term for the ‘instinctive application of 
psychological principles.’ 

“The science of the mind, in other 
words, the perception of cause ani ef- 
fect in their relation to mental phe- 
nomena, intuitive knowledge of which 
marks the natural salesman, can be ac- 
quired, and, once acquired, will be ap- 
plied unconsciously, instinctively. 

“Theories, however, do not always 
hold good in practice. Precept is well 
enough, but example is far better. Can 
the special school or course offer a 
substitute for practical experience in 
the field? The law school has its moot 
court to familiarize the student with 
methods employed in the trial of a 
case—the selection of the jury, the ex- 
amination of witnesses, the arguments 
of the lawyers, the charge of the judge 
to the jury.” 

The advantages of life insurance 
work for college men was the subject 
of a paper by Edward A. Woods of 
Pittsburgh, which is printed in its en- 
tirety elsewhere. 

Systematic Training. 

To Sylvester C. Dunham, president 

of the Travelers Insurance Company, 


was assigned the subject “The Sys- 


tematic Training of Agents.” Mr. Dun- 
ham told in detail of a system in opera- 
tion at the home office of his Company, 
whereby young men are taken and giv- 
en a thorough course in insurance af- 
fairs. He said in part: 

“An acceptable candidate enters the 
service of the company when he enters 
the class-room and receives compensa- 
tion from the beginning. Exceptions to 
this practice are made when agents of 
several years’ experience want to spend 
a few weeks at the home office training 
school to improve their knowledge of 
principles and methods and to add to 


the accuracy and comprehensiveness of 
what they already know. 

“The beginner devotes the first three 
or four days or more to the study of the 
history, organization and practices of 
the company. He is then assigned to 
the division in which he is expected to 
work. If in the life department, which 
is the one of most interest to us, a 
week is spent in the study of life in- 
surance history and its fundamental 
principles and practices. An understand- 
ing of the elements prepares the student 
to discuss, analyze and compare con- 
tracts. Considerable memory work is 
required in order that the advocate may 
accurately and with little hesitation ex- 
plain the provisions of the policies. 
During this period the best methods for 
interesting men who need it in the sub- 
ject of insurance are explained and il- 
lustrated. Much time is given to con- 
sideration of the forms of insurance 
appropriate to the circumstances of 
men who have special needs to be sup- 
plied. During the following week de- 
monstrations are practiced, the effect of 
which is that the pupils and the instruc- 
tor review and criticise among them- 
selves the knowledge that has thus far 
been acquired and apply it as it must 
be applied in actual work in the field. 
These exercises develop the keenest in- 
terest among those who engage in them 
and who are called upon to match their 
wits, readiness, memory and persuasive- 
ness against the like talent and knowl- 
edge of the other men. What is lacking 
is discovered and the man whose defi- 
ciency is shown is diligent in supply- 
ing it. 

“The same instruction is continued 
during the fourth week, to which is 
added information of the company’s 
branch office and agency system, the 
rules and practices under which agents 
account for the work they do and by 
which relations are maintained by the 
home office with the branch offices and 
the individual workers. 

“The training and discipline of the 
home office school is continued from 
four to six weeks and in some cases 
longer, depending upon the aptness of 
the pupil and the work, sometimes a 
specific position, for which he is train- 
ing. When a man is ready for practical 
field work, he is assigned to a branch 
office district, and he begins under the 
supervision of an experienced manager. 

“The number of men thus far trained 
is two hundred and sixty-seven, of which 
one hundred and thirty-two are now in 
the company’s service and concerning 
whose permanent success there seems 
te be little donbt. Several who received 
training and thereafter did good work 
have resigned and have accepted posi- 
tions as department managers in gen- 
eral insurance agencies.” 

Opportunity for Woman. 

The field of labor for women as life 
insurance solicitors was discussed by 
Mrs. L. C. Rawson, vice-president of 
the Des Moines Life. Mrs. Rawson 
gave some of the essentials requisite 
for success in the work. At the pres- 
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ent time most of the women engaged 
in the work are located in the east, 
and she is of the opinion that splendid 
opportunities are open for women in 
the west. She said: 

“Upon investigation of some 90 com- 
panies in this country and Canada, we 
find there are something over 7,000 
women engaged in the life insurance 
business. Of these, 137 are acting as 
medical examiners, 92 are managing 
branch offices, 514 are soliciting agents, 
and the remaining 6,000 in the capa- 
city of cashiers, stenographers, policy 
writers, bookkeepers and assistants in 
various departments. And why are the 
opportunities so much greater for wo- 
man in the insurance field? A few sta- 
tistics will show. The faithful, capable 
office woman is considered well paid at 
a salary of $75 or $80 per month. Many 
are working for $40 and $50 per month. 
Our women in the stores receive from 
$50 to $200 per month. Teaching about 
the same. The practicing woman phy- 
sician does well if she nets $150 per 
month. Our successful woman insur- 
ance agents are writing from $150,000 
to $300,000 per year. This means an 
annual compensation of approximately 
from $2,000 to $4,500. One woman 
writes me that her specialty is writing 
school teachers. She says they are 
good pay. When two or three are 
written they are splendid assistants in 
getting others. She says these teachers 
usually take $1,000 ten-year endow- 
ment policies. One woman agent I 
have in mind writes about two hund- 
red of these each year, giving her be- 
tween $3,000 and $4,000 per year in 
commissions. Another woman agent 
counts among her laurels $75,000 writ 
ten upon a single life. The successful 
writer of life insurance may also add 


to her income by personal efforts in 
keeping the business she has written 
on the books. Any company is very 


willing to pay a renewal commission 
for such efforts. While a satisfactory 
income is being realized from the com- 
mission, she is also creating a neat lit- 
tle estate through the accumulation of 
renewals. It can readily be seen that 
the field of life insurance underwriting 
furnishes greater financial returns to a 
successful woman than almost any 
other line of business.” 
Sanitation and Health Bureau. 

On behalf of the Life Extension 
Committee, George E. Ide, president of 
the Home Life, presented a report out- 
lining some of the work performed in 
the campaign for extending the average 
human life. While much has been ac- 
complished, it is the opinion of the 
committee that there is a field of ac- 
tivity companies could enter with but 
little expense. Of this Mr. Ide said: 

“It appears to your committee that 
in addition to what has already been 
done there is a certain field of activity 
which the companies can enter with 
little or no expense and with the pros- 
pect of accomplishing great general 
good. Throughout our country in all 
branches of our government we have, 
during the last fifty years, made great 
advances in the matter of perfecting 
and extending the work of our Depart- 
ments of Health. Every well regulated 
community now has its Department of 
Health, and these are conducted with 
greater or less efficiency and under a 
system which is more or less effective. 
In many of the newer States and more 
sparsely settled communities little at- 
tention is paid to this important sub- 
ject. In co-operation with the various 
Boards of Health and other kindred de- 
partments the insurance companies, 
through their medical examiners and 
agents, can accomplish an immense 
amount of good. Your committee 
would, therefore, recommend that a 
Bureau of Health and Sanitation be in- 
stituted within our association, this 
bureau to undertake at once the collec- 
tion of statistical information regard- 
ing registration laws, health depart- 
ments and other agencies showing the 
extent to which the people in their or- 
ganized capacity have undertaken to 
improve health conditions. The compa- 
nies would doubtless co-operate in the 
work of such a bureau.” 

Other Admirable Papers. 
Lack of space prevents extended ref- 


RUMOR UNFOUNDED. 





E. R. Perkins Not to Leave New York 
Life—Story Probably Caused by 
Brother’s Retirement. 





The statement has been made that 
E. ‘R. Perkins, vice-president of the 
New York Life, and associated with 
Vice-President Thos. A. Buckner, in 
handling its agency affairs, would 
sever his connection with the Company 
January 1, 1911, or shortly thereafter. 
When asked regarding the matter, Mr. 
Perkins said to a representative of 
The Eastern Underwriter that there 
was absolutely no truth in the asser- 
tion, his statement being corroborated 
by another executive of the Company.. 

Mr. Perkins is one of the foremost 
agency managers of the country. Like 
his brother, George W.—who has held 
the undisputed honor of being the 
greatest agency organizer the business 
of life insurance has known—he re- 
ceived his training, following gradua- 
tion from college, in actual field work 
for the New York Life, where he was 
most successful. Subsequently he was 
advanced to the home office as super- 
intendent of agencies, then to second 
vice-president, and in 1909 became 
junior vice-president, sharing this title 
with Mr. Buckner. 

The report that George W. Perkins 
contemplated re-entering life insurance 
work in an active capacity doubtless 
led to the assumption, even though un- 
warranted, that his first lieutenant 
would be his brother, E. R. Perkins, 
but it is doubtful whether the gigantic 
task the junior member of the J. P. 
Morgan company has mapped out for 
himself would permit of his active par- 
ticipation in the making of life insur- 
ance history. 


erence to other admirable papers pre- 
sented, among which are the following: 
“Modern Sanitation,” by Dr. Alvah H. 
Doty, Health Officer, Port of New 
York; “The Work of The Census in 
Vital Statistics,” Dr. Cressy L. Wilbur, 
chief statistician, U. S. Census Bureau, 
Washington, D. C.; “The Fight Against 
Preventable Diseases,” Dr. Eugene H. 
Porter, New York State Health Com- 
missioner, Albany, N. Y.; “Some Obsta- 
cles Which Delay the Reform of Insur- 
ance Taxation,” Thomas Sewall Adams, 
Ph. D. Washington University, St. Louis 
Mo.; “The Peoples Investments,” 
James L. Laughlin, Ph. D. University 
of Chicago. 
Executive Committee. 

At the executive session of the Asso- 
ciation, held immediately after the pub- 
lic session in the afternoon, Robert 
Lynn Cox, of New York, was re-elected 
general counsel and manager for the 
ensuing year. 

The following executive committee 
was elected: Jesse R. Clark, president, 
Union Central; John F. Dryden, presi- 
dent, Prudential; S. C. Dunham, presi- 
dent, Travelers; Haley Fiske, vice-pres- 
ident, Metropolitan; Alfred D. Foster, 
president, New England Mutual; L. 
G. Fouse,. president, Fidelity Mutual; 
George E. Ide, president, Home Life; 
Paul Morton, president, Equitable Life: 
Charles A. Peabody, president, Mutual 
Life; Robert Lynn Cox, New York. 

An invitation was received from In- 
surance Commissioner Folk, of Ten- 
nessee, to hold the 1911 meeting of the 
Association in Chattanooga. A letter 
from Insurance Commissioner Henry, of 
Mississippi, urged the Association to 
accept Mr. Folk’s invitation. The in- 
vitation was referred to the executive 
committee, 

Gail E. Johnson, vice-president of the 
Pacific Mutual, of Los Angeles, extend- 
ed an invitation to the Association to 
meet in San Francisco in 1915, at the 
time of the proposed exposition in the 
latter city. This invitation also was 
referred to the executive committee, 
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Life Insurance as a Life Work for College Men * 
By Edward A. Wocds. 





To furnish the proper background for dis- 
cussing the opportunities of life insurance 
as a life work for college men it seems al- 
most necessary to refer to the magnitude of 
the field. 

American companies and associations have 
in force over 36,500,000 policies and certifi- 
cates for over $25,000,000,000 ($25,175,797,- 
538). This amount is equal to about twenty 
per cent. of the total wealth of the United 
States; exceeds the total wealth of every 
other country in the world except Great 
Britain, France, Germany and Russia, and 
equals the combined total wealth of Relgium, 
— the Netherlands, Portugal and Switzer- 
and, 

Of the $1,307,975,729 annually paid for in- 
surance of all kinds, two-thirds, or $884,- 
068,753, is paid to the life insurance com- 
panies and associations. 

Regular life insurance companies 

—premium income ............. $565,228, 893 
Regular life insurance companies 

—interest and other income.... 182,798,999 
Assessment and fraternal associa- 

SNE ass seat wd madaeRarne'oath 136,040,861 


$884,068,753 

If such a method of saving and distribut- 
ing can be properly so called, this is one of 
the largest items of expenditure of the Amer- 
ican people, representing about one-fifteenth 
of our total disbursements. 

Accustomed as we are to large figures, the 
wide extent of life insurance may be il- 
lustrated by the fact that, making every de- 
duction for duplication, the number of lives 
represented by the 36,500,000 policies and 
certificates exceeds the combined 8.831.863 
savings bank depositors; plus the 7,218,855 
owners of homes; plus the other owners of 
real estate; plus the 1,920,257 building and 
lean stockholders; plus the 1,600,000 owners 
of stocks of all other kinds—bank, railroad. 
ete.—by several millions of people; thus ‘ex- 
ceeding the total number interested in every 
other form of saving, real estate and other 
investment in the country combined: 


Savings bank depositors............ 8,831,863 
ee eee 7,218,855 
Building & loan stockholders....... 1,920,257 
Owners of stock in other corpora- 
tions—railroads, national banks, 
GRE, ckdnsgtlsseas. shesante tesa sin 1,600,000 


Total. including duplications. ....19.570,975 
As said by the Russian Minister of Finance 
it is America’s favorite investment, as well 


as perhaps the most important, when it 1s 
considered that nine out of ten fail to lay 
by anything for old age or death in any 


other way. It touches almost every family, 
not only directly, but vitally, at the time of 
mnost need. 

While not of American origin, it is dis- 
tinctly a development of our people, who 
carry more than twice as much insurance as 
all the rest of the world combined: 

Great Britain ..... J . «« -$3,.339,796, 484 


Continental companies pe 4,599, 757,817 
on Ee ee err ee 560, 621,260 
Far East, Central and South 


America, ete. 242,273,910 


(Latest figures ascertainable). .$8,742,509,421 
Recent and Rapid Growth. 

Its growth has been as rapid as it has 
been great. Practically its entire develop- 
ment has taken place in the last fifty years. 
The policies in force January 1, 1860, were 
but 49,608 for $141,497,977. It has doubled 
more than three times as fast as the popula- 
tion of the country and more than twice as 
fast as its wealth. 





CE ee avecs ivy wudenedndende 450,000,000 
EE ear ee 496,000,000 
PE ccndennxces subesovbesoneel 600,000,000 
Kal s50046sss + hidasanbiadess 2,000, 

Total for alcoholic drinks....... 1,745,300, 384 


Bven when this is reached, a large busi- 
hess can be expected because of the constant 
changes in population, replacing the dead 
by the living and the old by those becoming 
of age, and the constant growth of prosper- 
ity. This nation is just now beginning to 
realize that the chief wealth of a country is 
not its property or ‘‘natural” resources, but 
the lives and health of its people. If it is 
true that the lives of a nation are worth 
three times its property, our $25,000,000,000 
of life insurance is not enough for lives 
worth over $350,000,000,000. If our property 
is insured for $45,000,000,000, half that 
amount of life insurance is not enough, par- 
ticularly when it furnishes not only protec- 
tion, but saving. The part that life insur- 
ance will play in the tremendous movement, 
now just starting, to conserve health and 
destined to be very 


even lengthen life is 
great. 
“The insurance field is, therefore, one (a) 


of great magniture, (b) of recent and rapid 
growth and (c) with a certainly more pros- 
perous future. 

Although its wide extent and practically 
unlimited future are of prime consideration 
in considering this as a business for college 
men, these factors alone do not prove this 
an attractive life work for college men. 

Life insurance has a better claim to be 
considered as a vocation or profession for 
trained and educated men, who desire to 
devote their lives to a business worth while, 
in a greater sense than merely offering an 
opportunity to make a good and permanent 
living. 

A Profession. 

A profession is (Century Dictionary): 

“A yoeation in which a professed knowl- 
edge of some department of science or learn- 
ing is used by its practical application to 
the affairs of others, either in advising, 
guiding or teaching them, or in serving their 
interests or welfare in the practice of an 
att founded on it. The word implies at- 
teinment in special knowledge as distinguish- 
ed from mere skill, a practical dealing with 
affairs as distinguished from mere study or 
investigation and an application of such 
knowledge to uses of others as a vocation, as 
distinguished from its pursuit for one’s own 
purposes.”’ 

It would be difficult to better define what 
should be the work of the trained and 
educated insurance man. 


More than Money Making. 

A profession, as distinguished from a trade, 
is not earried on for mere profit. In trade 
a man may properly sell or not sell any com- 
modity, according to whether the price will 
pay him or not, the welfare of the buyer 
hardly entering into the transaction. But 
the professional man is expected to give ad- 
vice that is best for his client or patient, 
regardless of his own interest. The good in- 
enrance man will consider solely the interest 
of his client and his family in his counsel. 
just as no true doctor will keep his patient 
sick or lawyer his client in litigation he- 
eouse more money conld be made that way 
The college man entering life insurance 
should be actuated by a higher motive than 
mere profit. 

Engaging in any oceupation where articles 
ate disposed of—whether useless, unneces- 
sary or even harmful—is a trade or business 
in the proper sense of the word. A merchant 





Year. Population Wea!th. No. of Policies. Amount 
| TT eT Eee 50,155.783 $42.6 12.000,000 595,486 $1,439,961.165 
DE enssdissenqecsseen 62,622,250 65,037.091 000 4.550.027 3.582.986.7028 
 . Laer aren 76,308,387 12.871, 797 7.774, 280,008 
88,252,446 28,087 227 15,480,721.211 


*Estimated. 


Future of Life Insurance. 

There is no evidence of any abatement in 
its growth, nor is it conceivable that so long 
as life is uncertain and valuable, and men 
have families they love and business to pro- 
tect and old age for which to save, it can 
ever be superseded by any other device. The 
population and wealth of the country are, 
of course, expected to increase. With the 
spread of intelligence and the present trend 
toward social progress. it is more than likely 
that a business of such a stable present and 
phenomenal past growth will continue to 
grow faster than population and wealth. 
Surely people may be expected in the future 
to spend less for harmful or unnecessary 
things and more for necessary things; to 
waste less and save more. Otherwise 
civilization will stop. So long, therefore, as 
Americans are paying to-day nearly half the 
amount for candy that they pay for regular 
life insurance—excluding assessment and fra- 
ternal, $748,027,892—more for heer, nearly 
three times as much for liquor, three-fifths as 
much for tobacco, and two-thirds as much 
for automobiles, it ean hardly be claimed 
that even with our present wealth and pop- 
ulation life insurance has reached the limit 
of its gro 


Annual expenditures of the American 
people 
DOWENTY ccccccccceses covsscovece $300,000,000 
COD ivccvcesces siocceeorcescs 365,000,000 


*Paper read at the fourth annual meeting of 
the Association of Life Insurance Presidents. 





may sell tohaeco or Bibles, liquor or clothing. 
candy or bread. jewelry or coal. but it would 
he almost an abuse of the word to eall any 
ane not believing that he is promoting the 
good of humanity or actuated by a higher 
rurpose than mere money-making. a profes- 
sional man. No man shonld he in the life 
insurance bnsiness who does not sincerely 
fee! that he is promoting thrift and economy. 
rrotecting the home. providing for the ecom- 
fort and eduneation of the widow and orphan 
and aged. and uplifting society, besides mak 
ing a living. 
A Permanent Undertaking. 


Life insurance, as other professions. shonld 
be taken up as a life and never as a tem- 
porary work. In trade men may turn. often 
advantageously. from selling one thine to 
another, or from one position to another: 
but the professional man devotes his life- 
time to that vocation for which he acanires 
training by years of preparation not justified 
by temporary business. In the past men 
late in life and as a temporary expedient 
have taken up life insurance, and some have 
greatly succeeded: but it can hest he fol 
lewed by the young man _ training himself 
for it and content to go slowly at first, but 
surely and more profitably as he hecomes 
older and settling permanently tn a selected 
community builds up the same clientage that 
the physician or lawyer does, and that can- 
not he done by one temporarily in it 

Requires No Invested Capital. 

The life insurance man, like other profes- 
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sional men, depends, instead of capital, upon 
his own experience and training and a client- 
age slowly built up, but more secure when 
acquired than a trade or business; the latter 
being exposed to the risk of loss of capital 
and to business hazards often beyond a 
man’s own control. The very years of prep- 
aration required for the professions partly 
accounts for the superior class of men en- 
gaged in them. The weaklings, in a hurry 
for immediate income, will not have the 
courage to train for years and slowly build 
up a business whose rewards come late, 
surely and increasingly, instead of quickly, 
though transiently and often precariously, 
and diminishing with age. The principal re- 
sult of the first year’s work of the young 
insurance man, as with the young physician 
or lawyer, is better measured by the experi- 
ence and clientage acquired than by his 
actual income. 
Income the First Year. 

Life insurance has an advantage over law 
or medicine in furnishing a far quicker start. 
It is doubtful whether the average medical 
cr law student receives any net income over 
the expenses of education, equipment, the 
statting and maintaining of an office, for 
nearly ten years after commencing his pro- 
fessional course. This is somewhat true of 
other professions. In life insurance, on the 
contrary, so long a course of special training 
is not necessary. No outlay for books, in- 
struments, renting an office or purchasing of 
supplies is required. If at all fitted for the 
business, something will be made the first 
year, and increasing experience and client- 
age, as well as renewal commissions—now 
paid almost universally and an advantage 
peculiar to this business—will rapidly in- 
erease the income, which should be excellent 
before the young theological, medical or law 
student, dentist, engineer or trained nurse 
is ready to begin. 

Special Training Required. 

We have considered the similarity between 
life insurance and the great professions to 
show that from its size, as well as nature, 
it requires talents that the trained college 
men should possess beyond those without 
such advantage. But there are other dis- 
tinctions in a business well called ‘‘the 
best paid hard work in the world.’’ It is 
not mere salesmanship of a concrete article 
that can be seen and handled, like coal, 
realty, food, clothing or general merchandise. 
It peculiarly requires, as the previous defini- 
tion states, an attainment in special knowl- 
edge and the application of such knowledge 
to the uses of others. All savages and most 
civilized men naturally are slow and reluctant 
to provide for the future whether in religion, 


making a will or for their families after 
their death The first requires the _ tre- 
mendous organization of our churches, head- 
ed by trained, educated men. Making wills, 
s)» neglected by most, requires the advice of 
trained attorneys; and it would be well for 
the community if some method were possible 
of urging every one to perform this neces- 
sary duty. Providing for the future of our 
families or old age also requires the service 
of skilled, trained men; but it is of dis- 
tinct advantage that it is proper in insur- 
ance to seek business instead of requiring 
an energetic man, as in law or medicine, 
to wait until it is offered to him. Many an 


or physician has 
been attracted to insurance because he de- 
sired opportunity for aggressive effort, in- 
stead of feeling restrained by the ethics of 
his profession from doing more than put out 
his sign and wait 


The Insurance Specialist. 


ambitious young lawyer 


o 


A life insurance policy cannot be fitted, 
like a Procrustean bed, to any client. Not 
only must he be urged to act, but advice 


mnust be given with integrity, judgment and 
wide knowledge and experience, not only of 
insurance, but of general business. The 
man’s circumstances, the condition of his 
business, the size and needs of his family, 
as well as how these can best be supplied 
by a particular insurance contract, must be 
thoroughly understood and honestly and 
urgently presented Not only may a form 
«f€ policy best suited to one man be entirely 
aiiusuted to another, but different policies 
are required by the same man for different 
purposes, at different times of his life and 
in different conditions of his affairs. Indeed, 
there are special fields of life insurance that 
are developing specialists: such as providing 
fixed incomes for wives and children, partien- 
larly daughters, payable during their lives 
in monthly, quarterly, semi-annual or annual 
instalments and safegnarded in various ways 
for different beneficiaries; corporation insur- 
ance, to protect corporations against the 
death of valuable members and for acquiring 
retiring stock or interest of deceased 
partners—in itself a wide, Inuerative and 
promising branch of insurance just opening 
and requiring an intimate knowledge, not 
y of general business and business law. 
bnt the same study of each particular case 
as the lawyer would give to it: insurance to 
provide pensions for employes and to provide 
for their families, much hetter done by 
voluntary insurance in America than by the 
expensive and compulsory governmental 
methods heing experimented with elsewhere. 
All these special fields require trained judg- 
ment. 


Building and Maintaining a Clientage. 

Nor does the work of the insurance man 
cease with the mere placing of a policy. 
[uring its life the policyholder, often negil- 
gent and perhaps lacking funds, must be 
followed up to see that such an important 
annnal obligation is carried ont with profit 
instead of abandoned with loss. Changes 
occurring in his cireumstances, family or 
business may require appropriate changes in 
the policy. Assignments or changes of bene- 


or 


nic 
only 


ficiary must be made or released; perhaps 
loans arranged for; method of distribution 
among his family altered as their circum- 
stances or his desires require; its proper pay- 
ment at death or maturity attended to, and 
the method of payment to them appropriately 
atranged to meet the wishes of the insured 
and the circumstances and desires of the ben- 
eficiaries; and always information given and 
suggestions made during the long life of so 
important a contract. 
No Dead Line in Insurance. 

As with other professions, the young man, 
and still more the young woman, should 
clearly understand that they are handicapped 
by youth. Most insurance is secured by, 
and most easily sold to, those of mature 
years with families, and such are not so 
strongly influenced by the advice of a young 
man as one older and more experienced. On 
the other hand, insurance offers the very 
great advantage that age and experience 
greatly increase his prosperity instead of 
making his hold upon his vocation more pre- 
curious. The dead line—the question of 
what should be done with the old minister, 
teacher, clerk or other employe—is a subject 
to which the average young man gives little 
attention; but he is wise who considers the 
duration of his employment in advance in- 
stead of and perhaps having first to face 
it when thrown out of employment at an 
age when he cannot get other employment 
in the same or another line. How many 
whose hairs are silver and whose families 
sorely need their support, out of positions 
through no fault of their own, have bitterly 
regretted that they did not earlier consider 
such a contingency and that they did not 
select a vocation with no dead line and in 
which increasing years should bring an _ in- 
creased certainty of employment, as well a8 
robably greater profit! The grey hairs and 
a experience of an insurance man are 
valuable. My father, for fifty years a teach- 
er and college president, entered life insur- 
ance when sixty-eight, and was more suc- 
cessful financially than in any year of teach- 
ing. Nothing but failing health should pre- 
vent an insurance man well up in years 
from becoming increasingly efficient. One of 
the best insurance men I ever knew at the 
record never 


age of seventy-six made a 

equalled before or since and was very 
successful after eighty, until stricken by 
paralysis. 


Agency Field Most Lucrative. 

I have purposely referred little to the of- 
ficial or actuarial side of life insurance be- 
cause its great field—requiring the most men 
and paying best and being, above all, the 
most useful—is in spreading it. The man who 
can sell it not only commands the best and 
most certain income, but does the greatest 
service. The $83,477,230 paid to the agents 
of the companies is nearly five times the 
$18,569,923 paid to the officers and salaried 
employes. Of the probable 75,000 life in- 
surance agents, over 25,000 are agents of in- 
dustrial companies and at least one-half and 
probably two-thirds of the balance give but 
a part of their time to life insurance, being 
engaged—especially in small country towns— 
in fire insurance or other business, in addi- 
tion to effecting some life insurance. The 
average income of the real life men of com- 
panies other than industrial will bear a more 
than favorable comparison with that of other 
professions, considering the expense and loss 
of time in acquiring the professional train- 
ing in the other professions. There are more 
agents required, their work 1s more _ profit- 
able, more permanent, mote certain and more 
independent, and their advancement is more 
solely within their own control. 


Thirty years ago, when I entered the bust- | 


ness, it was not known and enongh persons 
had not been sufficiently successful in 
to attract, as a rule, 
men of any kind. It was then even frowned 
npon by several 
as immoral and fiving in the face of Provi 
dence. The methods and men then employed 
differed as much from those of to-day as 
the former barber doing cupping and leech- 
ing differs from the now trained physician. 
Fut to-day hundreds, if not thousands, of 
eonspicuously suecessful college men have 


it | 
successful or trained | 


influential religious sects | 


started to make life insurance their life work | 


and be worthy of it. In all its branches, as 
sclicitors, agency officers, general agents and 
officials, these college men_ pre-empting 
the field and _ rapidly advancing, as 
trained, educated men will, as a_ rule 
every field. While dangerous to give 
general figures—and average ones tell little— 
there are many men In the field equipped 
erly with energy. integrity and industry, re- 
quiring little capital—principally a_willing- 
ness to work—making more money than the 
presidents of their companies, and many very 
successful women. Its most successful men 
and women are pursuing the highest meth- 
ods—avoiding competition, rather under- 
stating than overstating facts, engaged in 





a healthful, independent, largely out-of-doors | 
occupation, selecting their own clients, never | 


fearing unemployment, dependent for success 
solely upon their own resourcefulness and 
energy, not required to slavishly carry out 
orders of superiors, but cultivating their 
own initiative, and broadening and develop- 
ing with each year’s experience. They un 
derstand that the chief value of early work 
is the clientage for the future, and that. the 
success which will certainly come with in- 
creasing years’ experience and service is 
lost to the transient. They form the strong- 
est and most lasting friendships among their 
clients and they broaden and develop as 
well as grow more prosperous as they grow 
older, feeling yearly better satisfied that 
their occupation has been worth while. They 
are supported 
by the renewal income, 


in their old age themselves 
a peculiarly at- 





tractive feature by which, in case of the 
death or incapacity of the agent, commission 
on business previously placed continues to 
be paid to him when unable to work him- 
self, or to their heirs when no longer liv- 
ing. As their compensation comes from the 
future, as well as the first, payments made, 
they are directly interested in the thorough 
and permanent satisfaction of their clients. 
They are compelled to associate with persons 
of good morals and habits, who care for their 
families, as there is little clientage among 
the dissolute, the drinking or the unhealthy. 
They are taught by their vocation to save, 
to foresee the future, to care for their own 
families, and that drinking, immorality and 
‘excess of all kinds do not pay, even in this 
life. The strongest temperance lessons in 
the world are taught by the statistics of 
insurance companies. 


Work Worth While. 

But above all, as he looks back upon his 
years of accomplishment, he feels a satisfac- 
tion in having not only made a living, but 
in having done things worth while; in being 
actuated by a feeling of service to his 
fellow-men. This will be a century of social 
uplift; tremendous forces are at work to 
raise the whole level of society, and one of 
the most powerful of these is the vast, al- 
though recent, institution of life inourance, 
penetrating and permeating all classes and 
knitting together, in a firm bond for mutual 
protection of family and self, all people in 
this great nation and even reaching out to 
others. It is a far better social device than 
when imposed by an arbitrary government 
or socialist party. It teaches that we are 
our brothers’ keepers; that he who provideth 
not for his own is worse than an infidel; 
that the protection of the home, sacrifice of 
the present, with all that this means in the 
upbuilding of character, is a high duty. It 
shows not only that our duty in life is to 
first regard the interest of others, but that 
success, in this fleld at least, is most largely 
and certainly attained by those who believe 
that true success, as well as happiness in 
life, comes from giving, not getting; whose 
creed lies not in the belief that the world 
owes them a Jiving, but that we owe it to 
the world to make it better worth living in. 

Social Uplift of Life Insurance. 
_ What is being accomplished by insurance 
in the mass is difficult to estimate, because 
of its recent development, but already in- 
vestigations are showing its beneficial effect 
upon society. In England the poor rate, 
which at the beginning of the last century 
was increasing $500,000 a year, is now de- 
creasing $15,000,000 a year, largely because 
ef the spread of life insurance. The number 
of paupers is said to have decreased in this 
country from 132 in 1880 to 101.4 per 100,000, 
or approximately one-fourth, largely because 
of life insurance. Careful investigation in 
many orphan asylums, as well as in prisons 
and reformatories, shows that these classes 








60th Year 1910 


Home Life 
Insurance 
Company 


of New York 


GEORGE E. IDE, President 


Assets.................$28,626,018.63 
Liabilities (including Di- 
vidend Endowment 
Fund)..........e+0.- 91,858,691.52 
Dividend Endowment 
Fund (Deferred 
Dividends)........... 2,119,044.00 
Net Surplus.... 1,767,327.11 
Insurance in Force... .. 92,532,583.00 


1860 


The 50th Annual Report shows a 
gain in the amount of insurance in 
force; that assets were increased 
over $1,917,117.00 and that over 
$655,149.17 was added to surplus ac- 
count. 

















shows that among the illiterate criminals 
the beneficiaries of life insurance are not 
represented. Remedying these evils by life 
insurance is in harmony with the present 
disposition to prevent an evil instead of the 
more uncertain, expensive and difficult at- 
tempt to cure it. Is it not worth while to 
spend one’s lifetime in spreading such a 
beneficient institution? Because of the in- 
surance man's efforts widows will be left in 
comfort, children will be provided for, 
educated and kept from vice, and old age 
will be safeguarded and stability be given 
to society, thrift increased, and poverty, sick- 
ness and crime decreased. One by one 
civilization has met or is meeting and over- 
coming the great forces that bar progress- 











are recruited from the families of the unin- ignorance, vice, crime, pestilence, famine, 
sured. A recent prison report in England (Continued on page 8.) 
An old, well established, progressive life insurance with unexcelled 
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dividend record has good opening at PHILADELPHIA, covering Eastern Penn- 
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A PENN MUTUAL PREMIUM, less a PENN MUTUAL 
DIVIDEND, purchasing a PENN MUTUAL POLICY, con- 
taining PENN MUTUAL VALUES, make an INSURANCE 
PROPOSITION which in the sum of ALL ITS BENEFIT 

is unsurpassed for net low cost and care of interests pS 





THE PENN MUTUAL, 
LIFE INSURANCE COMPANY 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
3% reserve 
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KNIGHTS OF PYTHIAS 


ASSESSMENTS INCREASED 500 P, C. 








Insurance Branch Alleged to be Insol-, 
vent and Attorney Seeks Appoint- 
ment of Receiver. 





Milton G. Bucky, a lawyer, has ad- 
dressed a letter to the attorney general 
of New York State asking him to com- 
mence action against the Knights of 
Pythias, one of the large fraternal or- 
ders, to revoke its authority to conduct 
a life insurance business, and to secure 
the appointment of a receiver to take 
charge of property, assets, etc. He 
contends that it has $20,667,500 of in- 
surance of the fourth class, with cash 
on hand of only $615,568. 

Bucky represents Thomas Barber of 
Brooklyn, who claims that he has been 
paying $5.20 per month for a $2,000 cer- 
tificate issued to him in 1885, and that 
his assessment has now been jumped 
to $24.70 per month, effective January 
1. The letter issued by the Supreme 
Lodge, which has raised the ire of Mr. 
Barber, contains, in part, the following: 

“Bringing the statement down to 
date, the number of members of the 
fourth class on October 31, 1910, was 
10,832, carrying insurance in the amount 
of $20,667,500. The amount in the mor- 
tuary fund of the Fourth Class on Octo- 
ber 31 was $615,568. Thus it was ap- 
parent to the members of the Supreme 
Lodge and will be apparent to you, 1 
think, that if steps had not been taken 
to increase the contributions of mem- 
bers of this class its funds would be 
exhausted in a very few months.” 

At another point the letter from the 
Supreme Lodge says: “The payments 
now exceed the income, and no private 
business can long exist under such cir- 
cumstances. Neither can our business 
so continue.” The Supreme Lodge also 
says that the state of affairs is not the 
present body’s fault, but was “because 
of a mistake in fixing the rates of con- 
tribution at the very inception of the 
organization.” 

According to the same letter, at the 
end of the year 1909 the lodge had in 
the Mortuary Fund of the Fourth Class 
$809,876, when they say they should 
have had “about $8,000,000.” Their dis- 
bursements in the year 1908 exceeded 
their receipts, according to the letter, 
by about $228,000. In 1909 their dis- 
bursements exceeded their receipts by 
$401,500. 





WILLIAM HANHART’S DEATH. 





President of Bankers Life Succumbs to 
Operation—W. S. Tupper Logical 
Successor. 





Following an operation for stomach 
trouble, from which he had suffered for 
some time, William Hanhart, president 
of the Bankers Life, of New York, died 
on Wednesday of last week, the funeral 
being held on Saturday. 

Mr. Hanhart had been connected with 
the Bankers, first as a member of the 
Bank Clerks Mutual Benefit Associa- 
tion, later as a director and finally as 
president. At a meeting of the board 
of directors, resolutions, attesting his 
ability and faithful service, and ex- 
pressing sympathy for his widow and 
children, were adopted. 

The logical successor to Mr. Hanhart 
is Wilbur S. Tupper, vice-president and 
general manager of the Company, and 
in charge of its agency organization. 





EQUITABLE RALLY IN ST. PAUL. 





Home Purchasing Policy Comes Out In 
1911—Larger Dividends 
Next Year. 





Representatives of the Equitable 
Life in a dozen western States gath- 
ered at St. Paul last week to partict- 
pate in a big rally of the society’s 
forces in that territory. President 
Paul Morton came on from Chicago 


PRESENTING THE LONG TERM ENDOWMENT. | 





What we give below applies substan- 
tially to the endowment at age 55 of 
any company, and can be backed up 
word for word, with the figures up to 
a certain age, after which the rate which 
we liken to a tax, may be raised to 4, 
44% or 5 per cent., and of course in some 
companies the reference to paying back 
a part of the tax does not pertain. This 
method of presenting the proposition 
has been applied successfully. 

Suppose we are thinking of a block 
of Main Street property, and I say to 
some of you young men, “Pay me a tax 
of 3% per cent. on a piece of property 
worth $50,000 until you are 55 years old 
and I will then give you full title to the 
property. 

I will meanwhile pay the city, town 
and state taxes on it. 

If you die I will relieve your wife or 
any other member of your family from 
paying any more taxes on it and give 
her the property at once, or if you so 
direct, will care for it and give her 
the income from it every year. I will 
pay you back a part of your tax if I 
don’t need it all in caring for your 
property. 

If you need some money before you 





where he was attending the annual 
meeting of the Association of Life In- 
surance Presidents, and with him were 
Secretary Alexander, Medical Director 
Wells, Assistant to the President Ro- 
senfield and also John A. Hartigan, who 
on his retirement as insurance com- 
missioner of Minnesota will become 
supervisor of the Equitable’s agencies 
in the Northwest. 

It was announced at the meeting that 
the society’s dividends to policyholders 
would be considerably larger during 
1911, and that it is hoped to bring out 
the new home purchasing policy early 
in the new year. 





WOE TO THE NEGLIGENTS. 





Kansas Department After the Scalps 
of Agents in Undesirable 
Class. 





Charles W. Barnes, superintendent of 
insurance for Kansas, says he and his 
successor (Mr. Lewis) are determined 
to rid the State of solicitors who have 
received advances and failed to make 
good, and also those who have been 
derelict in remitting the net premium 
to companies represented. He asks 
that names of such be furnished him. 
His letter is as follows: 

“Will you please obtain, as soon as 
possible, from your general agents or 
representatives in Kansas, the names 
of agents who have obtained and refus- 
ed to repay advances; also the names 
of agents who have refused or failed 
to make proper settlement with your 
company for net premiums, and full in- 
formation concerning the character of 


agents who, for reasons sufficient to the , 


management, have been discharged for | 


discreditable or dishonorable conduct. 

‘I desire to advise that hereafter 
this Department will not issue licenses 
to individuals whose records are not 
clean. This policy will be in force un- 
til the expiration of my term of office 
in January, at which time it will be 
followed with vigor by my successor, 
Mr. Lewis.” 





New Jersey Agency Appointments. 





Fidelity Mutual.—A. A. Hauke, Phila- 
delphia, Pa. 
I. S. Stout, Easton, Pa. Northwestern 
Mutual.—Herman Duval, New York, 
N. Y.; H. W. Errickson, Trenton; W. 
C. Case, Newark. Travelers—F. J. 
Donohue, West New York. 





Agency Manager C. P. Williams, of 
the Minnesota Mutual Life, of St. Paul, 
was the guest of honor at a gathering 
of agency men at Harrisburg, Pa., on 
Friday evening last. 


Massachusetts Mutual.— | 


get the property, I will lend you a little 
on it as security. 

If you can’t pay taxes on so much, I 
will fix any part of it you can pay the 
tax on. 

You might say, ‘I can’t pay any more 
out of my income than I am spending 
now.” 

Don’t try to take it out of your in- 
come, take it out of your past savings. 
This is not exclusively an expense, it 
is another form of property into which | 
you may feel free to convert less desir- | 
able forms in which you have put your | 
—_ savings before you knew about | 





You may say, “I have no past sav- 
ings” and then we will both agree it 
is time you began. 

Suppose you look me up at your bank 
or in Dun’s or Bradstreet’s reports, and 
find that I represent from fifty to five 
hundred million dollars to back the 
proposition I have made you. 


Don’t you think we'd better get busy 
and see if a doctor would advise me to 
make out for you a contract for the 
deed? 











MUST PAY PREMIUMS. 





Lack of Provision for Forfeiture Does 
Not Exempt Assured from Essen- 
tial Obligation. 





The case of Ida L. Haas vs. the Mu- 
tual Life of New York, which has been 
referred to generally, was recently be- 
fore the Nebraska Courts at Omaha for 
a new trial. The result this time was 
in favor of the insurance company. 
Verdict was given upon instructions 
given by the court as to the law in the 
case. The former decision was rend- 
ered entirely upon facts alleged by the 
plaintiff in her complaint and was not, 
therefore, a trial upon the merits. At 
the recent trial all of the facts were 
brought out and it was held that no re 
covery could be hald on the policy in 
question. 

This is the case in which the Nebras 
ka court at the former hearing held 
that because the policy contained no 
provision for a forfeiture thereof by 
reason of a failure by the insured to 
pay premiums, such failure to pay a 
premium on the day named did not 
constitute a forfeiture of the policy. 





Appointed Official Examiners. 





William R. Halliday, consulting ac- 
tuary and accountant of Birmingham, 
Ala., has been engaged jointly with 
Lloyd Damron to conduct insurance in- 
vestigations, the appointment taking 
effect January 1, 1911. 

The firm will open an office in Mont- 


gomery, making it headquarters for 
auditing and general accounting ser- 
vice. 
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BARRY PUNCTURED KIGHT 


DISCREPANCIES. 





POINTED OUT 
Former Commissioner of Michigan 
Recommended Retention of Pol- 
icies—Safe Investments. 


The publicity given by The Eastern 
Underwriter to the pernicious practice 
of the Kight Audit and Abstract Com- 
pany in twisting life insurance policies 
at a loss to the assured, has brought 
to us a letter written within the past 
year by James V. Barry, then insurance 
commissioner for Michigan, which 
points out fallacies used to deceive the 
policyholder. P 

Mr. Berry mentions that Kight fails 
to note three very important points, 
first, the value of dividends; second, 
the loss in future cash values by 
surrendering and taking new insurance, 
and third, the probable inability to 
earn five per cent. on safe investments 
—the rate quoted. 

The letter, which was written to a 
prominent citizen of Detroit, is as 
follows: 

“T have to-day returned by registered 
mail to the Kight Audit and 
Abstract Company’s abstract of your 
insurance policies and other papers 
submitted to me in connection there- 
with. 

“In my judgment, you would be the 
only loser by following the advice of 
the Kight Audit and Abstract Company 
unless you expect your life will be a 
very short one, which I assume is not 
the case; and if the condition of your 
health is such as to warrant you in this 
opinion, you probably would have 
some difficulty in procuring such in- 
surance as the Kight Company recom- 
mends. ? 

“I do not think, in view of the mass 
of information that has been furnished 
you by other parties with reference to 
this abstract, that I can add anything 
thereto by going extensively into de- 
tails of computation. I have examined 
the abstratt thoroughly and also all 
the papers submitted and I wish to 
especially endorse the very able review 
of this matter made by —————— the 
Actuarial Superintendent of the 
——— life insurance company. In my 
opinion, this review made by —————— 
is a fair and correct one. The only 
reservation I would make in this con- 
nection is that possibly you will not 
realize the full amount of dividends 
estimated by This is a 
possibility only. 

Some Discrepancies. 

“There is one discrepancy in the 
statement made to you by the Kight 
Company, however, that I will call to 
your attention. In the abstract of the 
$30,000 policy issued by the State 
Mutual Life the policy is described as a 
‘Limited Endowment,’ being a twenty 
payment endowment payable at age 
seventy-five. In the remarks and sum- 
mary on this policy the Kight Company 
makes the statement that ‘This is a 
Whole Life contract, limited to twenty 
annual premiums.’ The same discrep- 
ancy exactly exists in its abstract and 
comments on the $20,000 policy in the 
New England Mutual. 

“In the abstract of each of the policies 
the Kight Company ignores in its com- 
putations the fact that you are receiving 
and will continue to receive dividends 
on these policies. As an illustration: 
In the general summary attached to 
the abstract on the $20,000 policy of the 
State Mutual Life an annual premium 
of $892.50 is shown, whereas, as a 
matter of fact, according to the divi- 
dend showing which you sent with this 
abstract, the actual premium paid by 
you in 1909 was only $729.90, and on 
the New England Mutual policy an 
annual premium of $596 is shown; 
whereas in 1909 you paid only $492, 
and on the John Hancock policy an 
annual premium of $745 is shown, 
whereas in 1909 you paid only $617.50. 





“Another weakness in the Kight es- 
timates is in not taking into consid- 
eration the loss in future cash value 
which you will sustain by surrendering 
your present policies and taking new 
insurance. This point is admirably 
covered by ——————— in his review of 
this matter, 

Safe Investments Desirable. 

“You have already seen the possi- 
bility of error in the Kight Company’s 
computation because of the interest as- 
sumption therein. Your correspondence 
clearly shows that you doubt the possi- 
bility of your investing the cash pro- 
ceeds of these policies in securities as 
safe as life insurance so that the net 
return to you will be five per cent. You 
must also take into consideration the 
fact that the cash value you could now 
receive would be reduced in cash in 
each instance by the amount of pre- 
mium to be immediately paid on the 
new insurance, and hence the amount 
to be invested at any rate of interest 
would not be the cash value but would 
be the cash value less the initial pre- 
mium on the insurance taken in place 
of the policies surrendered. 

“If you should be able to invest this 
money so that it would earn only three 
per cent. or three and one-half per 
cent., the computations would not be 
nearly so attractive even on their face 
as they are in the abstract as made. 
Five per cent. investments that are as 
safe as the policies in a substantial 
old line insurance company are, in my 
judgment, very scarce and hard to pro- 
cure. 

Points Overlooked. 

“These three points, first, the value 
of dividends; second, the loss in future 
cash values by surrendering and the 
taking of new insurance; and third, 
the probable inability to earn five per 
cent. on safe investments are, in my 
judgment, the prominent points for you 
to consider. 

“Old line life insurance is based on 
certain mortality and interest as- 
sumptions and the reserves to complete 
any policy contract must be contributed 
by the persons insured, and if yours 
should prove to be an average normal 
life, you will have to contribute again 
on your new insurance the reserve ne- 
cessary to complete these new con- 
tracts. On the present contracts you 
have already paid a large portion of 
the reserve and in the increase of these 
reserves from year to year the com- 
panies are assuming a very fair rate of 
interest earnings. You have, in my 
judgment, excellent contracts in first 
class companies and I would not advise 
you to surender them for any other 
insurance of any character as you will 
be unable, in my judgment, to replace 
them with anything else that will be 
as advantageous and valuable to you 
as the policies you now hold.” 

Inadequate Laws. 

It is a well-known fact that Com- 
missioner Rowland, Mr. Barry’s suc- 
cessor is not in sympathy with the 
work of Kight and would like to see 
the concern bearing his name put out 
of business, but there is no law in 
Michigan giving him authority to take 
legal action with this object in view. 





A BEAUTIFUL THEORIST. 





Wisconsin Insurance Department Says 
Kight’s Conclusions Have no 
Basis of Fact. 





The grand stand play of J. F. Kight, 
of the J. F. Kight Abstract and Audit 
concern failed to accomplish the purpose 
desired. The Wisconsin Insurance De- 
partment not only replies to his letter, 
but again asserts that Kight’s illustra- 
tions and examples are at such a vari- 
ance with the facts that “it should not 
be necessary to even spend the time 
in discussing them.” 

The letter of Actuary L. A. Anderson 
of the insurance department, addressed 
to Kight under date of December 6 is 
as follows: 

“Your open letter to The Eastern 


Underwriter of Dec. 1, 1910 has again 
called our attention. to your letter of 
Nov. 11, which was addressed to this 
office. Permit me to say that the reason 
why we did not deem it necessary to 
reply to you directly was that your 
illustrations and examples are so entire 
ly at variance with the facts that it 
should not be necessary even to spend 
time in discussing them. You are evi- 
dently working on the theory that the 
cost of the risk is a uniform amount 
from year to year and that the part of 
the premium which is added to the re- 
serve each year is also a uniform 
amount. You evidently assume also, 
that the policyholder is being charged 
for a full $1,000 (or whatever the face 
of the policy may be) of actual insur- 
ance throughout the history of the 
policy. 

“All of these assumptions are incor- 
rect. This we have fully shown in a 
letter to a policyholder in Milwaukee 
who submitted to us one of your so- 
called abstracts. Our letter was pub- 
lished in The Eastern Underwriter of 
Nov. 10, 1910, and also in the Western 
Underwriter of the same date, and I 
presume that you are familure with its 
contents.” 


AMERICAN LIFE CONVENTION. 





Approve Committee on Examinations— 
Dates Selected for Annual Meet- 
ing in Pittsburg. 

A meeting of the executive committee 
of the American Life Convention was 
held in Chicago at the Hotel La Salle 
on Friday and Saturday of last week at 
the same time that the Association of 
Life Insurance Presidents was in ses- 
sion, and the members of both bodies 
met and mingled to much mutual ad- 
vantage. 

The following resolution was passed 
by the executive committee of the con- 
vention, on motion of Vice-President 
R. D. Gold, Jr., of the Jefferson Stand- 
ard Life, seconded by President M. A. 
Woolen of the American Central Life. 

“That we heartily approve of the ac- 
tion of the National Convention of In- 
surance Commissioners in the appoint- 
ment of a committee on examinations 
and that we recommend to the entire 
membership of the American Life Con- 
vention to co-operate with the commit- 
tee of the Insurance Commissioners 
Convention and that copy of this reso- 
lution be sent to each member of the 
American Life Convention and to the 
commissioners of each State.” 

The date for the annual meeting at 
Pittsburg was fixed as September 21, 
22, 23, 1911. 

The executive commiitee of the Med- 
ical Section had’a meeting at the same 
time and considered arrangements for 
their mid-winter meeting which will be 
held at New Orleans, probably on Feb- 
ruary 23, 24 and 25. Dr. Luther Sex- 
ton, medical director of the Louisiana 
National Life is chairman of the com- 
mittee on arrangements and a program 
of unusual interest will be presented. 
The death of Dr. Thomas R. Little, 
medical director of the Southern Life 
and Trust of Greensboro was noted with 
proper resolutions. He died suddenly, 
November 15. 





PURITAN LIFE ORGANIZATION. 





David J. White Agency Director—J. R. 
Moodie Actuary—Field Condi- 
tions Changed. 





David J. White has been appointed 
agency director of the Puritan Life of 
Providence, R. I., to succeed J. D. E. 
Jones. Mr. White has been engaged in 
insurance work for some twenty to 
twenty-five years, principally in his 
home State. He is at the present time 
clerk of the Rhode Island senate and 
deputy commissioner of railroads for 
Rhode Island. 

Under the re-organization of the com- 
pany, agents’ contracts will be made 
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direct with the home office. It will be 
Mr. White’s duty to supervise the 
agents and direct agency affairs. 

The company has also recently ap- 
pointed John R. Moodie actuary to suc- 
ceed Charles G. Smith, who has been 
appointed state actuary for Massachu- 
setts. Mr. Moodie is a native of Scot- 
land and has been associated with the 
City of Glasgow Life Assurance Socie- 
ty. From there he came to New York 
City where he was with the New York 
Life for a short time and then with the 
Germania Life, which position he re- 
signed to go with the Puritan Life. He 
is an Associate of the American Ac- 
tuarial Society and a Fellow of the 
Faculty of Actuaries in Scotland. 





LIFE INSURANCE AS A LIFE WORK. 





(Continued from page 6.) 


war, slavery, debasement of woman—and 
now we are combating disease and gradually 
lengthening average human life. Poverty is 
to-day being considered by advanced thinkers 
not as a necessary evil, as war, pestilence 
and famine were formerly regarded, but as 
something that society will and ought to 
meet and overcome, and such institutions 
as savings banks and life insurance compa- 
nies are among the most powerful factors in 
removing these great hindrances to human 
progress. Is it right that five million women 
in this great and wealthy country are com- 
pelled to earn a living, and that ninety per 
cent. of our widows lack the comforts of 
home and thirty-two per cent. the necessities 
of life? Is it possible we cannot Improve 
conditions under which eighty-nine per cent. 
of those who die leave nothing and ninety- 
five per cent. almost nothing? Do not 
the nearly 2,000,000 children ander sixteen 
earning a living when they should be at 
schoool and building up a physique for later 
life—does not every child selling newspapers 
on the street and exposed to its tempta- 
tions, proclaim the need for better provision 
for those who will be our future citizens; 
and should not the feeling that life insur- 
ance will in nine cases out of ten, probably 
be the sole support of the insured’s family, 
give energy and conscientious judgment to 
its advocates? If the robbing of the widow 
and orphan is proverbially infamous, how 
worth while is it to promote their comfort 
by the strong, conservative institution of 
life insurance, and is not this profession 
worthy of the best that there is in the young 
man deciding upon his life work, in affording 
not only a practically unlimited and yearly 
more permanent income, but in giving him a 
magnificent and daily opportunity of ‘serving 
his fellow-men? 
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INDUSTRIAL DEPARTMENT 





A SUCCESSFUL ASSISTANCY. 





So select your staff that you may 
have a body of well presented, reliable, 
active men who will fulfill the compa- 
ny’s requirements, and who are not 
afraid to devote their time to straight 
canvass. You should always impress 
upon the minds of your agents that 
their position with the company is a 
permanent one and that there is a good 
future before those who are loyal and 
successful. 

Keep in close touch with your staff. 
Show them how and where to canvass; 
make them thoroughly acquainted with 
the contents of the company’s con- 
tracts; give them full knowledge of 
their detail work and of the different 
forms used by the company in the 
agency transactions. 

See that the agents comply with the 
instructions of the company and the 
superintendent, and that they faithful- 
ly devote their time in advancing the 
company’s interests. 

You should frequently review the col- 
lection book with the agent, encourag- 
ing its neat condition and pointing out 
that it is the agent’s handy guide in 
locating more new business where 
there is not enough placed on a life 
and in securing applications on the un- 
insured members of the family. This, 
of course, must cover both Industrial 
and Ordinary. 

Work in unity with your staff in 
maintaining the pride of your district. 
Look upon the superintendent as your 
chief and best advisor. Be faithful to 
him and the company, remembering 
that every Prudential worker is given 
full chance to better himself. 

Educate your staff to have a good 
system in collecting the premiums each 
week, to have a certain hour in which 
to call upon the insured and to be on 
time. 

Do not allow your agents to lose cour- 
age or ambition, and if at any time the 
agent’s collections should fall below 
company’s standard, or for some rea- 
son his account should be on decrease, 
or if in that particular week he has se- 
cured but little new business, or the 
gross arrears have grown, you should 
at once, with the best of feeling, extend 
him a helping hand and use every pos: 
sible effort to put his account in nor- 
mal condition again. In this you will 
not only have done your duty, but quite 
likely have avoided a final and made a 
friend. A steady, reliable agency staff 
is the main foundation of your success. 
The weak agent will need more atten- 
tion than the strong one, but should not 
be allowed to impose upon you. Let 
him understand that he is expected to 
be his own master, and that a full 
share of your attention must be given 
his fellow-workers also. Be impartial 
with your staff; show your good will 
toward each one and they are bound to 
do the same toward you. If a neces- 
sary change has to be made in your 
assistancy, consult your superintend- 
ent, and with his consent and the com- 
pany’s, place the successor promptly 
on the debit. You should have at all 
times an available list of agency appli- 
cants on hand. 

Now, Mr. Assistant, it is your duty 
to gain the good will of your superin- 
tendent, fellow assistants and your 
agents, and to aim continually for the 
betterment of your assistancy record. 
Contribute your share of faithful work, 
that your district may be one of the 
leaders in your division. Fulfill accu- 
rately the duties that are assigned to 
you; be prompt in the adjustment of 
claims, inspections, investigations, 
prospect-appointments and other mat- 
ters, so that there will be no need of 
criticism, either on the part of your 
superintendent or the home office.— 
Charles Rosenthal, in the Prudential 
Record. 





Colonial Life Notes. 





Recent changes among the Colonial 
forces are: Appointments to assist- 


ancies, J. Corbley, Jersey City Heights; 
J. V. Herburger, Jersey City; Charles 
LaForge, Orange; B. S. Bertolet, Read- 
ing; W. Walters, Newburgh; B. S. 
Webb, Matawan (Freehold District); 
C. F. Yeagle, Norristown; H. Hennell, 
Williamsburg. 

The Ordinary leader among the man- 
agers is L. Janson, of Williamsburg, 
and next to him may be mentioned: 
L. S. Brown, Pittsburgh; W. J. Burn, 
Brooklyn; Inspector in Charge, Mc- 
Keesport; P. Hughes, New York. The 
Leading Industrial manager is J. Mc- 
Niece, of Hoboken. Following him 
are: D. Reinharz, Mt. Vernon; J. S. 
Hoge, Atlantic City; F. Rosen, New 
Brunswick; E. J. Kester, Allentown. 

M. Weindler, of Hoboken, leads the 
assistancy staff in Industrial, and after 
him may be mentioned: M. Cafiero, 
Brooklyn; J. N. Hebendahl, New Bruns- 
wick; E. J. Brown, Bridgeton; R. W. 
MacLatchy, Mt. Vernon. Assistant G. 
Shuttleton, of Brooklyn, holds the Or- 
dinary record, ‘followed by J. Doran, 
Williamsburg; J. L. McMahon, New 
York; J. N. Hebendahl, New Bruns- 
wick; M. H. Kasindorf, Williamsburg. 

Agent A. Tiedemann, of Brooklyn, 
heads the list in Ordinary, and he is 
closely pressed ‘by R. V. Curry, Hobo- 
ken; F. Tybesky, North. Philadelphia; 
A. M. Butterweck, Allentown; R. Froe- 
mel, Newburgh. In Industrial , ee 
Curry, of Hoboken, leads. Next to him 
are: F. J. Molesky, Allentown; A. New- 
man, Trenton; A. H. Jezowski, Mc- 
Keesport; J. Brender, Hoboken. 





SURPLUS AND STRENGTH. 





Ratios Likely to Be Misleading—Stabil- 
ity Proportionate With Amount 
of Excess Funds. 





In discussing the misleading char- 
acter of the ratio of reserve to insurance 
in force, in our issue of November 17, 
we make the following statement: “The 
sirength of a bank or life insurance 
company is measured by its surplus, or 
the amount of funds which it holds in 
excess of deposits and other liabilities.” 
Criticising this statement, a correspond- 
ent calls attention to the fact that the 
ratio of surplus to liabilities is itself 
of the most misleading character. In 
this our correspondent is quite correct, 
Lut by a perusal of our article he will 
note that we did not refer to the ratio 
of surplus to liabilities, but to the 
amount of surplus held. It makes a 
world of difference. For example, one 
of the most prominent companies-in the 
land, one whose strength and safety the 
veriest dreamer would not question for 
an instant, has a clear surplus over all 
liabilities—according to the Pocket In- 
dex—of $5,803,485, and yet its ratio of 
surplus to liabilities is only 2% per 
cent. On the other hand, another com- 
pany, according to the same publication, 
has a surplus of only $128,521, but its 
ratio of surplus to liabilities is 233 per 
cent. Without doubt the latter com- 
pany igs safe an@ solvent, and yet a 
reckless, inefficient or corrupt manage- 
ment might easily dissipate a surplus 
of only $128,521 and so bankrupt the 
company before detection could inter- 
fere, while such a result in the case of 
a surplus of nearly $6,000,000, in these 
days of rigid supervision, would be well 
uigh inconceivable. Certainly no one 
would be so absurd as to claim that 
the second company, notwithstanding 
its ratio of surplus to liabilities of 233 
per cent., is a stronger company than 
the one first mentioned, with its smaller 
ratio of 2% per cent, but with nearly 
fifty times the margin of surplus in 
excess of all liabilities. 





Secretary Provident Savings. 





Dr. Eugene L. Fisk, medical director, 
has been elected secretary of this so- 
ciety, vice Mr. Robertson G. Hunter, 
resigned, the appointment being effect- 
ive December 15th. Dr. Fisk will con- 
tinue his duties as medical director. 
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VALUE OF INSURANCE STOCK. 


Promotors of new companies usually 
harp at great length upon the value of 
life insurance stock in the old compa- 
nies. The fact that Thomas F. Ryan 
paid $2,500,000—or nearly $5,000 per 
$100 share—for 502 shares of stock of 
the Equitable Life of New York, there- 
by obtaining control of that Society, 
has often been cited by promotors as 
an example of the prospective future 
value of the shares of other stock com- 
panies which they are organizing. It 
is not known how much J. P. Morgan 
paid Mr. Ryan for these same 502 
shares, but the amount has been placed 
at about $3,000,000, or nearly $6,000 a 
share. Regardless of the amount paid 
for control of this great institution, it 
does not follow that the minority stock- 
holders could sell their holdings for 
$6,000 a share. Within a few days five 
shares of this stock belonging to a mi- 
nority stockholder, were put up and 
sold at auction, bringing only $300 a 
share. The only income which the 
holder of these five shares can realize 
thereon is the 7 per cent. dividend on 
their par value, as authorized by the 
articles of incorporation. This would 
amount to $35, or a little over 2 per 
cent. on the $1,500 invested. The in- 
vestment is a safe one and the return 
about equal to what may be realized on 
Government bonds,. save that the stock 
is taxable while the bonds are not. The 
stock has a prospective value, how- 
ever, in that contingencies may possi- 
bly arise in the future when there may 
be a demand for it, but this is the less 
likely, in view of the fact that the 502 
shares, which are held by one man, al- 
ready control the Company, and no ad- 
ditional shares are needed for that 
purpose. 





THE DEADLY DRINKING CUP. 





The New York State Department of 
Health recommends legislation prohib- 
iting the use of the public drinking cup 
on railroad trains and in stations. It 
is well known that the uncleansed cup 
from which numerous mouths have 
drank, is a prolific means of transmit- 
ting disease. On many roads already 
penny-in-the-slot machines deal out 
paper cups, and there seems to be no 
good reason why all should not be re- 


quired to offer at least this measure of 
protection to the public. 

It does not, however, seem to have 
occurred to the Department of Health 
or the general public that, while the 
railroad drinking cup may have slain 
its thousands, the cups of the soda 
fountain has slain its tens of thous- 
ands. If there is a single soda fountain 
in existence in which properly cleansed 
cups or glasses are used, we have 
never seen it. It may be conceded 
that some are worse than others, but 
all are bad. The common method is 
to rinse all glasses in the same pail of 
slop stowed away under the counter, 
thus distributing impartially among all 
comers, the germs of tuberculosis, 
typhoid fever, diphtheria and other dis- 
eases, left by previous drinkers. Some 
stands, aiming at a large measure of 
cleanliness, after rinsing the cup in 
the common slop-pail hold it for a mo- 
ment over a spray of clean water from 
the hydrant. This process makes con- 
ditions less disgusting if not less dan- 
gerous. Though it serves, doubtless, 
to dislodge a modicum of the deposited 
germs, the microscope reveals that mil- 
lions yet remain. Hot water will kill 
them; hot water and soap will dislodge 
them; but a spray of cold water will do 
neither. 

The purveyor of soft drinks and ice 
cream soda, who will supply each cus- 


tomer with a new paper cup, will 
abundantly recoup himself for the 
slight additional expense involved, in 


increased patronage sure 
Life insurance companies 
of Health interested in 
eliminating preventable diseases as 
far as possible will greatly advance 
their cause by securing the early adop- 
tion of the proposed reform. 


the largely 
to follow. 
and Boards 





COMMISSIONER WITH NERVE. 





At last an insurance department has 
been found with the foresight to re- 
fuse to authorize a new company to 
take a name already in use. A com- 
pany now organizing in San Diego was 
to be known as the National Life. Pos- 
sibly the promotor had so little infor- 
mation of life insurance affairs as not 
to know of the existence of the Na- 
tional Life of Vermont, or the National 
Life, U. S. A.; or he may have thought 
it a fine name, well known to the pub- 
lic, and likely to prove popular. The 
insurance commissioner, however, de- 
clined to approve the name, and at his 
suggestion the new company is to be 
called the California National, which 
will prevent confusion with the names 
of existing companies. 





HOTCHKISS’ RESIGNATION? 





Belief Expressed That Governor-Elect 
Dix Will Desire to Put Democrat 
in Office. 





Daily newspapers, wkich have been 
able to present a fair line on the prob- 
able action of Governor-elect Dix, of 
New York State, express the belief 
that upon assuming office he will de- 
mand the resignation of Superintendent 
of Insurance William H. Hotchkiss, 
whose term of office does not expire 
until February 1, 1912. 

The only way in which he could en- 
force the demand would be by filing 
charges. It will be recalled that former 
governor Hughes on two occasions ask- 
ed the resignation of Otto Kelsey, but 
was unable to carry out the desire to 
retire him from office because of a nega- 
tive vote in the Senate and House. 


SYSTEMATIC VS. INDISCRIMINATE SOLICITING. 





Comparing the manifold advantages 
of systematic methods in soliciting 
as against the hit or miss idea, F. W. 
Sinclair, New Orleans, La., representa- 
tive of the Travelers Insurance Com- 
pany, says: 

“Systematic solicitation is where a 
solicitor goes at the proposition in a 
clean cut business way, with a system 
mapped out, and indiscriminate solici- 
tation is where the man starts out with- 
out any set prospects in view, or set 
men to see, but drops in here and there. 

“In the first case a solicitor will suc- 
ceed and in the second case he is an in- 
evitable failure. There is no other rea- 
son which causes so many men to start 
out soliciting insurance and invariably 
meet with failure than the reason that 
they do not go at it with some pre- 
arranged system. 

“T shall, therefore, give you what I 
was up against when I went with this 
Company just two years and seven 
months ago. I started out without a 
definite knowledge of how to solicit and 
how it should be done and had abso- 
lutely no one to show me. I worked, 
therefore, as hard as any man ever 
worked for one month, soliciting here 
and there, without fixed prospects or 
fixed men to see when I started out in 
the morning, but dropped in one office 
and then another. The first month’s 
experience proved to me that if I con- 
tinued this route that in a little while 
I would have to give up the proposition 
of insurance because it was a failure. 
I, therefore, said to myself— ‘I must 
overcome this difficulty’ —I then started 
what I afterward ‘dubbed’ my letter 
system. I would select from the City 
Directory or Telephone Directory a list 
of twelve men; I would select these men 
by virtue of the positions they held; I 
would then sit down and dictate to a 
stenographer a letter along the follow- 
ing lines: 

“In this day of activity a man needs 
to guard his income, his family and 
himself against the inadvertent and un- 
expected accidents which play a part 
in life. Accident insurance is no long- 
er an unknown quantity, but is ac- 
cepted to-day as essential to mankind 
as the proposition of fire insurance up- 
on his residence or other property. 

“‘T am, therefore, enclosing herein an 
illustration of our $5,000, doubling to 
$10,000, increasing to $15,000, contract. 
This is a proposition of six and a frac- 
tion cents per day, an amount of money 
which will not hurt any man to invest 
in so wise a proposition. You are get- 
ting this protection for the small cost 
of one cigar per day. 

“‘The writer, who is an agent of the 
Company, will call to-morrow, at which 
time he courteously requests about three 
minutes of your time to make you an 
offer on this contract, which he believes 
you will find liberal in the extreme.’ 

“Of course, I diversified these letters; 
a certain letter I would send to a 
salaried man, a certain letter to a busi- 
ness man, a certain letter to a $75.00 per 
month man, and another to a man 
making, say $150.00 per month, but 
the idea of this letter would be an in- 
troduction to the man I presented my 
card to; it was a fore-runner; it was the 
opening wedge that gave me the inter- 
view I wanted. I had these twelve 
names all tabulated for me, their street 
and address, and when I left the office 
in the morning I left it to see first this 
man and next the other, and invariably 
when I went I received a courteous re- 
ception and was given an opportunity, 
if I thought advisable, to explain my 
offer. If, when I went in, I found the 


man too busy, or if he said, ‘call an- 
other day,’ these names were recorded 
systematically in a book I kept for the 
purpose and at the end of the day I 
made notations under or by the side 
of each name of the results obtained; 
if there was no chance of writing a 
man I scratched it out; if I was to see 
him another day I made a note of it; 
if he had a policy expiring a month 
or two after that, I made a note, etc., 
and I met with a degree of success by 
this letter system. 

“Whatever you do, you new men who 
are starting out, before you start out 
to sell Accident insurance make up 
your mind to do it systematically; 
make up your mind to have a definite 
point in view; set before yourself a 
certain amount of premiums to sell 
every month, each week and each day; 
I work upon a basis day by day and 
week by week. In this way, I try to 
sell each day at least one $25.00 con- 
tract or two $15.00 contracts; if I do 
not sell two $15.00 contracts to-day or 
one $25.00 contract, then I try to double 
it to-morrow; I am always dissatisfied 
at the end of a day if I have not sold 
a contract, it makeS me feel that I 
have failed to reach my goal; I am more 
than dissatisfied at the end of the week 
if I have not sold $150.00 worth of 
premiums, or at the end of the 30th 
day of the month if I have not sold 
$500.00 or $600.00, I am decidedly dis- 
appointed. I have a fixed and definite 
quantity and I tell you that that fixed 
and definite quantity should stand be- 
fore you constantly, day in and day 
out, as a goal post to which you must 
strive to make a systematic and con- 
stant success, year by year, of your 
business. 

“The man who sells $400.00 per 
month, that stays and sticks in his 
hooks, is doing good work. I try to 
sell $500.00 or $600.00, providing for an 
extra $100.00 or $200.00 to be lapsed off 
or not taken, as I have always had and 
always expect these things. 

“Another thing, do not sell your con- 
tract by laying too much stress on the 
weekly indemnity proposition, that he 
may be hurt a week and get $25.00, or 
he may be hurt three weeks and get 
$75.00, but lay your stress upon the 
principal sum of the policy, that it 
stands as a bread-winner between him 
and the unfortunate and unexpected ac- 
cidents that play a part in life; make 
him understand that he has to carry 
this contract systematically year by 
year, just as he carries his fire insur- 
ance on his house, for just as sure as 
you lay too much stress on the weekly 
indemnity and in the course of a year, 
two or three years, a man is not hurt 
and he has not received that $25.00 or 
$50.00, he will drop the policy, but let 
him know that this is a fixed quantity 
and fixed liability upon himself and he 
will carry it indefinitely. 

“The greatest of all systems in solici- 
tation; the greatest and most tried of 
all argument is first believe in what you 
are selling. If you go out with the 
fixed idea that you are selling a man a 
Gold Brick, something that is not worth 
the money, then, just as sure as the 
sun rises and sets, you will invariably 
fail. I want to say to you that I be- 
lieve to the very depth of my heart that 
there is no higher calling for a man, 
that there is no man who is doing a 
higher duty to humanity than the man 
who is selling Accident insurance, 
Health insurance and Life insurance. 
There is many a woman to-day ham- 
mering the typewriter, in the stores, 
earning the bread for the children, with 
a father laying up at home maimed or 
crippled for life; you are the watch- 
dog, the guardian of that family when 
you bring home to a man the necessity 
of carrying an Accident insurance year 
by year and make him buy that insur- 
ance. 

“The reason why a man does not car- 
ry Accident insurance is because no 

(Continued on page 16.) 
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FIRE INSURANCE DEPARTMENT 








FIRE INQUIRY NEAR END 


SPECULATING ON THE REPORT. 








Committee Expected to Encourage Mu- 
tuals—May Supervise Rate Making 
and Brokers Licenses. 





The investigation into the fire insur- 
ance business by the special commit- 
tee of the New York Legislature which 
has been under way for several weeks, 
is now practically at an end. It will be 
necessary for the committee to have 
its report ready to be presented to the 
legislature by January 15, and it will 
require all.of the time from the holi- 
days until that date to put the material 
into shape. 

Just what can be looked for from the 
committee in the way of recommenda- 
tions'on the subject of fire insurance 
is a matter of speculation. The great- 
er part of the time of the investigation 
was devoted to the inquiry into legis- 
lative graft which had nothing to do 
with insurance. The questions taken 
up by the committee in its public hear- 
ings may be taken to indicate in a gen- 
eral way the matters which it regards 
as most important and which will form 
the basis of its recommendations on 
the subject of fire insurance. 

The actual testimony given before 
the committee is, however, only a part 
of the material which it has. Prof. 
Whitney, the committee’s actuary, has 
been at work for several months gath- 
ering data, and although only a rela- 
tively small portion of this information 
was touched upon in the testimony, it 
will undoubtedly figure in the report. 

It is conceded that the committee 
will try to “make good” by recommend- 
ing some popular measure with the 
idea of producing cheaper insurance. 
This attitude was very noticeable last 
week when officers of several mill mu- 
tuals were on the stand. Their testi- 
mony was to the effect that the mill 
mutuals, particularly the New England 
concerns, would be very glad indeed 
to come into New York State, “if con- 
ditions were not made too onerous.” 
The committee warmed up to the idea, 
evidently regarding this as a very sim- 
ple and effective way of injecting com- 
petition into the fire insurance busi- 
ness in this State and thus reducing its 
cost. It is understood that the com- 
mittee intends to encourage the en- 
trance of mutuals for that purpose. 

Only One Mutual Qualified. 

Those who are in touch with fire in- 
surance matters have thought for a 
considerable time past that the status 
of mill mutuals was settled in this 
State. Apparently not. The investiga- 
ting committee intends to befriend 
them and to bring them into New York 
—the more the better. That is, they 
will if some one better informed than 
themselves does not meanwhile disillu- 
sion them of the idea that they have 
made a great find; that by making it 


easy and profitable for the mutuals to 
come into New York, they will create 
competition and reduce the cost of fire 
insurance. In his annual report for 
this year, Superintendent Hotchkiss of 
the New York Insurance Department, 
speaking of an amendment to the in- 
surance laws which had been made in 
1909 providing for the admission of for- 
eign mutual fire companies to this 
State, said: “It is only necessary to 
say that but one of the many non-State 
mutuals, which, as a class, have writ- 
ten and still write many policies on 
property situated in this State, has ap- 
plied for and been granted admission. 
It is apparent, therefore, that some 
other means will have to be found to 
bring companies of this class within 
the supervision of the department and 
compel them to pay taxes such as are 
paid by stock companies of other States 
admitted to do business in New York.” 
This means simply that the mutuals 
are unwilling to pay the taxes and 
make the deposits required of stock 
companies, yet they “pirate” the busi- 
ness, and as Mr. Hotchkiss says, the 
problem is how to curtail their opera- 
tions instead of making it easier for 
them. 

The question of rate making was up 
before the committee on several occa- 
sions and some attempt will be made 
to bring about a supervision of this 
branch of the business. Just how the 
committee will approach this matter it 
is impossible to foretell, but a further 
enlargement of the supervisory powers 
of the insurance department to include 
rate making is certain, and something 
in the nature of an anti-rate making 
bill is among the possibilities. This 
week the committee had on the stand 
officials from some of the Western 
States where such laws are in opera- 
tion and inquired into their effective- 
ness. 

One other matter that will undoubt- 
edly receive the attention of the com- 
mittee in its report is the licensing of 
brokers. On several occasions during 
the hearings, the members of the com- 
mittee were surprised at the frank and 
above-board manner in which the in- 
surance men discussed the workings of 
the business, and even suggested reme- 
dies where conditions seemed to need 
them. They were at no time treated 
to a greater surprise than when Henry 
W. Lowe, of the prominent brokerage 
firm of Johnson & Higgins, told the 
committee on Saturday that the com- 
mission given to brokers was “extreme- 
ly liberal.” He also gave it as his 
opinion that it would be beneficial and 
probably put a check on rebating if the 
fire insurance brokers were licensed by 
the State. The committee undoubtedly 
congratulated itself on having Mr. 
Lowe on the stand, yet curiously 
enough, if the committee can do any- 
thing to check brokerage evils, it will 
render a great service to the fire com- 
panies, which have been wrestling 
with just these things for a long time. 
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The committee seemed to be of the 
opinion that the supervision of brokers 
was centralized in the companies, 
whereas it is entirely a local matter, in 
some up-State cities, the broker not be- 
ing recognized at all as such. 

As a matter of fact the Brokers Asso- 
ciation, of New York, whose member- 
ship, while it includes practically every 
middle man of importance in the 
metropolis, does not exceed one hun- 
dred, would like to see the State regu- 
late the licensing of brokers, and ad- 
vocates the imposition of an annual fee 
of not less than $100. 

One feature of the committee’s work 
which has not escaped the insurance 
fraternity, is the attitude of the insur- 
ed. Early in its work the committee 
sent broadcast over the State, requests 
to chambers of commerce and other 
civic bodies to come before it and re- 
gister “kicks”; to reveal any oppres- 
sion or discrimination by the fire in- 
surance companies. This was expected 
to be the committee’s strong “card”; 
how it failed to turn up caused consid- 
erable quiet amusement in the business 
and out. All large insurers are well 
qualified to “kick” for themselves, and 
the way in which they did not respond 
to the committee’s invitation is a pret- 
ty good evidence of satisfied policy- 
holders. 

On Saturday F. H. Ross, New York 
agent of the Buffalo German Fire, was 
before the committee and told of cer- 
tain transactions he had had with the 
Lawyers’ Mortgage Insurance Compa- 
ny. He charged that the mortgage 
company had blacklisted the Buffalo 
German and would not, he asserted, 
accept any more of that company’s poli- 
cies, because it refused to purchase 
the bonds of a company which, Mr. 
Ross said, was closely affiliated with 
the mortgage company. 


As Viewed by Local Agents. 


One of the most interesting witness- 
es had before the committee since it 
began its labors was George D. Mark- 
ham, the widely known local agent of 
St. Louis. Mr. Markham knows the in- 
surance business thoroughly, and un- 
like so many others who were called 
to testify before him, didn’t lose his 
head when replying to inquiries. 

Mr. Markham felt that New York 
Was subject to a severe conflagration, 
and said that his organization wrote 
very sparingly in the metropolis. He 
did not think rates were any too high, 
and expressed the opinion that within 
the next five years fully a third of the 
fire insurance companies now in the 
field would be forced out of business. 





TO CUT PREFERRED RATES. 





Reported That Tariff on Dwellings at 
Pittsburg Will be Reduced to 
Fifty Cents. 





It is currently reported that rates on 
brick dwellings at Pittsburg will short- 
ly be reduced from 70 cents to 50 cents 
for three years. While even the latter 


LAWFULLY TERMINATED. 





Jefferson Fire Held Wholly Within Its 
Rights in Abrogating Agency Con- 
tract With Bierce & Sage. 

A decisive victory has been scored 
by the Jefferson Fire Insurance Compa- 
ny, of Philadelphia, in its controversy 
with Bierce & Sage, of Detroit, its for- 

mer general agents. 

Sometime ago the Company notified 
the agents of its intent to cancel the 
general agency contract. Bierce and 
Sage demurred, maintaining that the 
Jefferson Fire was obligated to con- 
tinue the agreement, and entered suit 
to maintain that contention. 

Decision in the action was lately 
rendered by Judge Dennison, of the 
Circuit Court for the Eastern District 
of Michigan. The court not only holds 
that the Jefferson was acting quite with- 
in its powers in terminating the con- 
tract in question, but that it is without 
liability to damages and the alleged 
arbitration award is void. 

Bierce and Sage, moreover, are en- 
joined from commencing any action at 
law or prosecuting any pending action 
based on or claiming damages on ac- 
count of cancellation of the contract, 
or based upon the award of the arbi- 
trators purporting to be made there 
under, 

It was further directed that the 
moneys collected by the Detroit Trust 
Company, as receiver for Bierce and 
Sage for the amount due the Jefferson 
Fire, should be turned over to the Com- 
pany, and that Bierce and Sage pay the 
receiver’s charges. 








CHARGE FAVORITISM. 





Camden School Board Accused of Plac- 
ing Great Bulk of Its Insurance 
With Locai Company. 





Investigation into the public school 
alfairs of Camden, N. J., by a special 
State Legislative Committee, of which 
Senator J. S. Frelinghuysen is chair- 
man, developed that fully ninety-five 
per cent. of the fire insurance on the 
public schools of the city is placed with 
the Camden Fire Association. 

E. J. Read, Jr., president of the Board 
of Education, is likewise head of the 
fire insurance company. 

He denied having anything to do with 
the placing of the insurance, and 
professed ignorance as to the extent of 
the patronage secured by the Camden 
Fire. 


the charges imposed in New York, it 
is a fact that the dwelling house fires 
of Pittsburg are far more numerous and 
relatively more severe than are those 
of this and other leading cities. The 


suggested rate reduction is generally 
approved at company headquarters, and 
the action, if taken, will undoubtedly 


have a tendency to steady fire under- 





figure seems high in comparison with writing conditions in Allegheny County. 
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AN UNJUST PRACTICE. 





Borrowers from Certain New Jersey 
Building and Loan Associations 
Held Up on Insurance. 





While the great majority of the build- 
ing and loan associations of New Jersey 
are conducted in a manner that leaves 
Lorrowers free to place the insurance 
upon the mortgaged property in what- 
ever companies and through whatever 
agents they may select, providing the 
indemnity secured be of unquestioned 
merit, unfortunately there are some 
notable exceptions to this general rule. 

And it is a matter for additional 
regret that the example of the minority 
associations is growing and, unless 
checked, will likely assume _ serious 
proportions. 

At the recent gathering of the New 
Jersey State Association of Local Fire 
Insurance Agents, the attitude of cer- 
tain building and loan associations with 
respect to the handling of insurance 
was discussed with very great interest, 
the agents appreciating full well what a 
handicap they will be under, unless the 
evil so roundly denounced on the con- 
vention floor, be not suppressed. 

Ties Up the Borrower. 

One of the most flourishing of the 
building and loan associations of New 
Jersey requires all borrowers of its 
funds to sign an agreement, of which 
the following forms a part: 

“And it is also agreed, by and be- 
tween the parties to those present, that 
the said party of the first part shall 
and will keep the buildings erected, and 


to be erected, upon the lands above 
conveyed, insured against loss or dam- 
age by fire and through the insurance 


committee of the party of the second 
part, and in an amount approved by 
said committee; and assign the policy 
and certificates thereof, to the said 
party of the second part; and in default 
thereof, it shall be lawful for the said 
party of the second part to effect such 
insurance, and the premium paid for 
effecting the same shall be alien on the 
said mortgaged premises, added to the 
amount of the said bond or obligation, 
and secured by those present payable 
on demand with legal interest.” 

The words emphasized by us in the 
above very effectually secure to the in- 
surance committee the placing of the 
indemnity. The companies these gentle- 
men represent may be of indifferent 
standing and their rates may be ex- 
cessive, yet the borrower is helpless to 
remedy matters. The proviso violates 
the spirit of mutuality in that it ben- 
efits a limited number of insiders at the 
expense of the great majority of the 
membership. 

The building and loan association 
idea is a growingly popular one in New 
Jersey. Last year, according to the 
newly issued report of Banking and In- 


surance Commissioner Lewis, 56 new 
organizations were formed, making the 
aggregate number in the State 573, with 
total assets of $86,602,359. 

In handling these institutions the rec- 
ord has been a highly honorable one, 
the several scandalous failures that 
have occurred at Camden and else- 
where accentuating the generally able 
and honest manner in which the 
organizations as a whole have been 
directed. 

If this fair record is to be maintained, 
the endeavor of insiders to control the 
associations’ affairs for their private 
gain, as in the case above noted, should 
be stamped out quickly and effectively. 

There is a law upon the statute books 
of New Jersey, forbidding public school 
trustees from profiting by their official 
acts. Why should not the same policy 
hold good with respect to directors of 
building and loan associations? 





Fire Escapes for Schools. 





In a communication to the “Newark 
News,” S. H. Quackenbush, agency su- 
perintendent of the Aachen & Munich, 
calls attention to the lamentable lack 
of fire escapes on the public schools 
of the city. He cites one building 
(probably typical of all others) as be- 
ing “of ordinary construction, chiefly 
four stories high, of large area, broken 
by 


largely finished in wood heavily varnish- | 


light frame and glass partitions; | 








ed, and has nothing in the nature of | 


a fire-proof interior stairway, and not 
a single fire escape.” 





Sovereign Fire’s Statement. 





The statement of the United States 
branch of the Sovereign Fire Assur- 
ance Company of Toronto, which has 
been filed with the insurance depart- 
ment, shows total assets of $508,117.50, 
and a surplus to policyholders of $170,- 
406.17. Kelly & Fuller were recently 
appointed Metropolitan managers of 
the company. 





Talking Valued Policy Law for Okla. 





| PINE AND WILLIAM STS., 





State Senator R. M. Roddie of Okla- | 


homa is credited with the intention to 
propose at the coming session of the 
Oklahoma legislature a valued policy 
law. Another Oklahoma measure which 
will be presented is a bill creating the 
office of State fire marshal, and it is 
considered that it is practically sure of 
enactment. 


Want Fire Marshal in Penna. 








Representatives of Pennsylvania mu- 
tual fire insurance companies are urg- 
ing the creation by the Legislature of 
the office of State Fire Marshal. The 
activities of such an official, they main- 
tain, would check the growing number 
cf “suspicious” fires. 





FIRE AND LIFE INSURANCE STOCKS. 
(Quotations furnished by E. 8. BAILEY, Broker, 66 Broadway, New Y.#rk City) 
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HEADS NEWARK FIRE 


PRESIDENT. 





E. J. HAYNES, JR., 





Widely Known Field Man to Direct 
Underwriting Policy of the 
Sterling Company. 





Directors of the Newark Fire Insur- 
ance Company of Newark, N. J., at 
their annual meeting on Tuesday, 
unanimously elected E. J. Haynes, Jr., 
president of the corporation in succes- 
sion to the late John J. Henry. 

Mr. Haynes, who is special agent of 
the Springfield Fire & Marine for Hast- 
ern New York and Northern New Jer- 
sey, will assume the direction of the 
Newark Fire’s affairs as soon as he 
can be relieved of his present duties. 

In noting the election of Mr. Haynes 
to the presidency of the Underwriters 
Association of the Middle Department 


ed, and proved himself an excellent 
toastmaster. 

In the seventeen years of his associa- 
tion with the Springfield the field su- 
pervised by Mr. Haynes has yielded a 
gratifying profit, notwithstanding the 
sweeping conflagration at Paterson. 
Personally he is unusually popular with 
his associates, who without exception 
will be gratified to learn of this latest 
recognition of his ability. 

The Newark Fire. 

No better opportunity is afforded a 
wide-awake man in the fire underwrit- 
ing field to-day than that supplied the 
president of the Newark Fire. 

The Company has age, great financial 
strength, an honorable reputation, and 
a strong directorate. 

Under a progressive administration 
ft should rapidly forge to the front, and 
that such will be its destiny when Mr. 
Haynes assumes the helm, no one fami- 
liar with his capacity doubts. 





late in December, 1907, The Eastern 
Underwriter said: 

“E. J. Haynes, Jr., is a fine type of 
the men that reflect credit upon the 
fire insurance business, or any other 
business for that matter. Possessed of 
high ideals; unswervingly honest; seek- 
ing no unfair advantage for himself or 
his company, and yet constantly on the 
alert to improve the condition of both 
along legitimate lines, he has earned 
and possesses the confidence of all who 
know him or of him. 

“Mr. Haynes’ underwriting and busi- 
ness career began as a clerk in the 
head office of the Phenix of Brook- 
lyn, where he had as desk mate C. G. 
Smith, now secretary of the German-| 
American Fire. Later Mr. Haynes took 
the field for the company resigning | 
some thirteen years ago to become spe- | 
cial agent of the Springfield Fire and | 
Marine for eastern New York and New | 
Jersey. A student of the business, clear | 

| 
| 


headed and of good executive ability, 
the members of the Underwriters Asso- 
ciation of the Middle Department have | 
chosen wisely in selecting Mr. Haynes 
as their president.” 

At the 25th anniversary banquet of 
the Underwriters Association of the 
Middle Department Mr. Haynes presid- | 





E. J. HAYNES, JR., 
Newly Elected President of the Newark Fire Insurance Company. 


HOLDS ANNUAL MEETING. 








Newark Fire Insurance Society Elects 
Officers for the New Year— 
Hoadley President. 





On Tuesday the annual meeting of 
the Fire Insurance Society of Newark 
was held, the following named being 
chosen officers for the new year: 
Frederick L. Hoadley, assistant secre- 
tary of the American, president; A. F. 
Chapman, vice-president; J. E. Mayer, 
secretary and _ treasurer. Executive 
committee: George C. Plume, Ross M. 
Whickham, T. C. Moffet, W. S. Naulty, 
M. J. Price and H. F. Trinti. 


CONVICT WITHOUT HEARING. 





Baltimore Board Takes Arbitrary Ac- 
tion With Respect to Agency Firm 
—Trouble Results. 

Very severe criticism of the action 
of the Baltimore Board, in rejecting by 
a vote of 31 io 11 the application for 
membership in the organization of 
Taylor and Company, is expressed in 

managerial circles. 

So satisfactory had the Niagara, 
Atlas, Orient and other companies been 
represented locally in Baltimore by Mr. 
Taylor, that, when some months ago 
he suggested to the companies named 
that he be given a general agency, they 
gladly accepted the idea. Mr. Taylor 
then disposed of his interest in the 
local business to George F. Taylor and 
Company, the senior member of which 
is his son. When the new firm in turn 
sought to join the local board, its ap 
plication was refused upon the ground 
that the sale of the agency was not a 
bona fide one. 

What justification, if any, exists for 
such an assumption does not appear. 





Taylor and Company denied the allega- | 


tion, but were not given a hearing. 
Very properly the Niagara and the 
Atlas voted to sustain their representa- 
tives, whom they believed innocent: of 
wrong doing, and whose actions had 
always been open and above board. 
They were instructed to “protect their 
business.” The Niagara is advertising 
to write business at reduced rates, and 
is determined that it shall not be dis- 
criminated against. 

The Baltimore Board has asked for 
a conference with the officials of the 
companies in the Taylor agency, and 
Manager Lock, of the Atlas, has ad- 
vised that before granting a meeting 
the Board must restore the status quo 
of the agents. 

The conviction of a man first and 
the willingness to hear argument in the 
case afterward does not commend it- 
self to the sober judgment of managing 
underwriters. 

COMING INTO NEW YORK. 
Monongahela cf Pittsburg Amends Its 
Charter to Conform to Empire 
State Laws. 











At the annual meeting of the Monon- | 


gahela Insurance Company, held 
Pittsburg on the 6th inst., the following 
officers were re-elected: President, 
Wm. G. Whilden; vice-president, L. A. 
Burnett; 2d vice-president, M. W. 
Stoner; secretary, W. T. Reifsnyder. 

The Company will apply for admis- 
sion to transact business in New York 
shortly after January 1, and in order 
to comply with the legal requirements 
of the State, the capital has been reduc- 
ed from $300,000 to $200,000, transfer- 
ring the difference of $100,000 to sur- 
plus account, the charter amended so 
as to eliminate the privilege of doing 
life, accident and ocean marine busi- 
ness, which lines have never been 
written by the Company. 





Capital Now $1,700,000. 





Through the merger of the Nationa! 
with the Ban Franklin, the absorption 
of the Allegheny by the Humboldt and 
the changes incident thereto, the capi- 
tal represented by the Pittsburg Under- 
writers, of which the above companies 
are members, is now $1,700,000; while 
the total assets exceed $7,000,000. 








LECITIMATE SURPLUS LINES 





ESTABLISHED 1824 


of legal process. 





Extra facilities for Local Agents 


The Yorkshire Insurance Company, Ltd. 


OF YORK, ENGLAND 


FRANK & DvuBOIS, U. S. Attorneys, 47 William St., New York 
Authority to adjust and pay all Losses, and Power of Attorney to accept service 


Funds held on deposit in New York banks for protection of American policy-holders. 


Home Office Assets, $12,191,000 





in | 





“The Leading Fire Insurance Company 
of America.” 





WM. B. CLARK, President. 

W. H. King, Vice-President. 

Henry E. Rees, Secretary. 
Assistant Secretaries. 


A. N, Williams, E. 8. Allen, 
E. J. Sloan, Guy E. Beardsley 
W. F. Whittelsey, Jr., ‘‘ Marine” 








GERMANIA 
FIRE INSURANCE COMPANY 


NEW YORK 


ORGANIZED 1859 


Cash Capital... .. $1,000,000.00 
SRR re 6,562,329.14 
Net Surplus 2,008,419.02 
Surplus for Policy 

Holders 3,008,419.02 


HEAD OFFICE 
Cor. William & Cedar Streets 











For The Proxection Of Its 
Policy: Holders 


THE HANOVER 


Fire Insurance Company 


HAS A 

Cash Capital - + - 

Cash Assets - + = 
Cash Surplus to Policy 

Holders - + + $2,063,04401 


The rval strength of an insurance company ts in the con 


$1,000,000.00 
$4,395,625.89 


servation of its management, and the management of 
THE HANOVER is an absolute assurance of the security 
of its poliey. 





R. EMORY WARFIELD, President 
JOSEPH McCORD, Vice-Pres. and Sec’y 
WILLIAM MORRISON, Ass’t Seo’y 
JAMES W. HOWTIE, Gen. Agent 





HOME OFFICE: 
Hanover Bidg., 34 Pine St. 
NEW YORK 











InneR-STane Fine: 


INSURANCE 


CoMPANY, 
HOME OFFICE 


BIRMINGHAM 
ALA. 


A 
SOUTHERN 
COMPANY 
WITH 


A NATIONAL 
SCOPE 





J. F. STOCKDELL 
Asst. Manager 


W.L. REYNOLDS 
Vice-Pres. and Mgr. 
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AMENDING WEST VIRGINIA LAWS. 





Series of Changes in Present Statutes 
to be Recommended to Incoming 
State Legislature. 





Commissioner Darst of West Virgi- 
nia held a conference on Friday with 
a representative body of insurance men 
with a view to formulating amend- 
ments to the existing insurance laws of 
the State. W. S. Foose of Wheeling 
was chairman, and the following bills 
were agreed upon: 

“A bill authorizing the insurance 
commissioner to license agents of in- 
surance companies not authorized to 
do business in the State under certain 
conditions. 

“A bill requiring persons, firms and 
corporations placing insurance in un- 
authorized companies to pay the same 


paid by companies authorized to do 
business in the State. 
“A bill requiring foreign fire and 


casualty insurance companies to depos- 
it a bond or securities with the insur- 
ance commissioner to protect contracts 
in the State. 

“A bill providing penalties for rebat- 
ing by agents of fire insurance compa- 
nies.” 

An interesting feature of the meeting 
was the reading of a paper bearing on 
the subject of insurance legislation, 
prepared by J. W. Scherr of Louisville, 
Ky., who was for many years in charge 
of the West Virginia insurance depart- 
ment. 





SCHOOL INSURANCE. 





R. P. Conlon Talks to the Point Re- 
garding Late Happenings at 
Newark. 





In The Eastern Underwriter of last 
week we noted the granting by the 
Board of Education of Newark, N. J., 
of an order for placing fire insurance 
wpon the properties under its control. 
At the same time we quoted the re- 
marks of Edgar R. Brown, one of the 
school commissioners, concerning what 
he termed the “excessively high rates” 
demanded for the business. 

R. P. Conlon, one of the leading in- 
urance agents of the city, promptly 
takes up the gage of battle thrown 
down by Mr. Brown and in the course 
of a vigorous statement says: 


“Fires are not like the sun and 
moon, rising and setting at a certain 
time and place. Because Newark’s 


schoolhouses have escaped destruction 
by fire for thirty-five years past it is no 
proof that such conditions will continue 
indefinitely. The law of average inevi- 
tably governs and no man can prophesy 
what will happen in the near future. 
The schoolhouses of Newark, or of any 
other place, are not immune from de- 
struction by fire. 

“For illustration, I present herewith 
an item published a few days azo: 
‘Fort Worth, Tex., December 2—The 
Fort Worth High School building was 
cestroyed by tire to-day. Loss, $100,000. 

“As another illustration take the State 
of California. Prior to April 18, 1906, 
it had about the lowest fire loss ratio 
of any State in the Union, but the next 
day something happened that is now 
history, and the low average was 
knocked into a ‘cocked hat” * * * 

“Commissioner Taylor complained 
that the fire insurance rates are too 
high. The figures submitted by forty 
competitive bidders is pretty good proof 
that he is mistaken. 

“A large company, doing a universal 
business, that keeps a classification of 
the various hazards, writes: ‘From our 
experience paying losses on this class, 
we would prefer to be without the New- 


ark schoolhouses at the rate paid dur- 
ing the past three years.’ 

“At one time there were twelve (12) 
fire insurance companies in the city of 
Newark, N. J. (exclusive of the Conti- 
nental, not recognized as legitimate). 
Now we have but three. Why did the 
others retire? 

“Upon reference to the schedule of 
1904, it would appear that a net aver- 
age rate of .965 was charged. 

“In 1907, the city obtained $2,497,750 
insurance on about fifty-eight (58) 
schools, in companies that classed 
among the best; each building being 
rated specifically on its merits, to wit, 
the highest net rate charged on an 
item was .4875, the lowest .2025; the 
average rate on whole schedule being 
$5.50 per thousand for a term of three 
years. The schedule included fireproof, 
ordinary brick and other poor and indif- 
ferent buildings of brick and frame 
construction. 

“By the usual allowance for improve- 
ments made on recommendations, the 
new average rate for 1910, for the same 
schedule, would be in the neighborhood 
of $5 per thousand for three years. Will 
any man produce reasonable proof that 
such a charge was too high? 

“The universal charge of $4 per thou- 
sand for three years for a private brick 
dwelling located within the  protec- 
tion of a public five department is a} 
proof that the rate charged on New- 
ark schoolhouses was not too high. 
Would it not be unfair to other insur- 


ers to charge the city less?” | 





IN 4 QUANDARY. 
Texas Property-Owners Unable to Get 
Insurance at Rates Named by 
Commission. 








One of the beauties of the new law 
vf Texas is shown by the inability of 
many owners of frame stores through- 
out the State to secure insurance there- 
on, the insurance companies absolutely 


declining to assume the hazard at the 
low rates fixed by the Fire Rating 
Board. 





New Jersey Agency Appointments. 





Aetna.—A. L. Huntley, Nutley. Al- 
lemannia.—H. J. Foley, Newark. Amer- 
ican Central.—J. L. Barlow, Maple 
Shade; Realty Owners Co., Newark. 


Caledonian.—Montgomery Lindsay, East 
Orange. California.—E. W. McDonough, 
Newark. Calumet.—Van Huel & Holt- 
son, Long Branch. Delaware—H. J. 
Holmes, Westfield. Fire Association.— 


Louis Samenfield, East Orange. WHan- 
over.—P. L. Marz, Elizabeth.  Hart- 
ford.—C. W. Conn, Maplewood; E. V. 


Velsh, Morristown. Home Fire.—G. E. 
bP. Pollock, J. J. George, Camden; W. 
H. Long, Califon. Insurance Co. of 
N. A.—Louis Samenfield, East Orange. 
Mannheim.—Kinney & Kirk, Atlantic 
City; Stauger & Stauger, Bridgeton; H. 
B. Keasby, Salem; J. R. Malone, Borden- 


town; Parker & Watson, New Bruns- 
wick; R. H. Dilts, Lambertville. WNa- 
tional, Pa—wW. J. Adamson, Paulsboro; 
W. A. Conroy, Keansburg; R. A. T. 
jarris, C. B. Dunn, R. F. Warren, J. L. 
Itrown, Paterson; J. W. Trumbull, 
Pennsgrove. Niagara—W. R. Tilton, 


Harris & Morris, Newton. 
& Son, 


Hammonton; 
Northern Assurance.—Pierce 
Perth Amboy; Palatine.—Andrew Kirk- 
patrick, Highland Park. Queen.—A. S. 
McNear, Ampere. Rhode Island.—Thes- 
dore Mendles, West Hoboken. Scottish 
Union.—J. F. Perry, Newark. Union 
Marine.—J. B. Wright, New Brunswick; 
Commonwealth Realty Co., Atlantic 
City; J. Brodie McGear, Bridgeton; 
Budd M. Rigg, Burlington; Hans Neil- 
son, Perth Amboy. William Penn.—P. 
©. O’Brien, Newark. 





TAKES OVER AGENCY. 





Long Established Office of Stanley Bagg 
Sold to Progressive Firm of Stern- 
bicker and Haight. 





By purchase the Syracuse, N. Y., local 
agency firm of Sternbicker and Haight 
has taken over the business long con- 
ducted by Stanley Bagg, the latter 
apprising his former customers of the 
sale and urging their patronage of the 
purchasing agency. Mr. Bagg was in 
business for many years and had the 
local representation of such sterling 
companies as the Aetna, Hartford, 
Springfield Fire & Marine and the 
Albany. The accession of these institu- 
tions to their office now gives the 
Sternbicker and Haight agency the rep- 
resentation of the Aetna, Albany, Hart- 
ford, Hamburg-Bremen, Ins. Co. of 
North America, Rhode Island, Reliance, 
Springfield Fire & Marine, Newark, 
New York Underwriters, Milwaukee 
Mechanics, Western of Canada fire in- 
surance companies, and the American 
Fidelity, and enables the writing of fire, 
automobile sprinkler leakage, automo- 
bile fidelity and the various branches 
of casualty insurance. 





WESTERN ano 
ATLANTIC FIRE 
INSURANCE CO. 


NASHVILLE, TENN. 


PAID IN CAPITAL - $160,000 
125,000 


PAID IN SURPLUS - - 
GENERAL AGENTS 
PENNA. and NEW JERSEY 
PET TIBONE & KROUSE 


PHILADELPHIA, PA. 








OPERATING IN 
TENN., KY., PENNA. and WASH. 














PERCY B. DUTTON 


FIRE UNDERWRITER 
ROCHESTER} 82%. Yit%ape 





HUMBOLDT of PENNA. 
TEUTONIA of PENNA. 
COOPER "of OHIO 























The Gamewell Fire Alarm 
Telegraph Co. 


Fire Alarm and Police Telegraphs for 
Municipal and Private Plants 


OVER 1500 PLANTS IN ACTUAL SERVICE 


EXECUTIVE OFFICE 
19 Barclay Street, New York 


AGENCIES 


178 Devonshire Street, 
161-163 Bondo Street, 
1309 Traction Building, 
731 Wabash Building. Pittsburg, Pa. 
«08 Dwight Building, Kansas City, Mo. 
915 Postal Building, San Francisco, Cal. 
326 Central Building Seattle, Wash. 
Utica Fire Alarm Telegraph %:, 
ca, 

The Northern Electric & Mig. S Co., bid. 

treal, Can. 


Bos ston, Mass. 
hicago, Il. 
Cincinnati, O. 





General Fire Appliances Co., Ltd 
ohannesburg, ‘South Africa 
Colonial Trading Co., Ancon 
Canal Bene, Panama 
F. P. Danforth, 1060 Calle Rioja, 
Rosario de Santa Fe, Argentine Republic 











gn sess nmreen guesses ge penn 
LOGUE BROTHERS & CO. 


249 FOURTH AVE., PITTSBURG, PA. 


GENERAL AGENTS 
REPRESENTING THE 
GEORGIA HOME INSURANCE CO. 
MICHIGAN COMMERCIAL INSURANCE CO. 
CALIFORNIA INSURANCE CO. 
VIRGINIA FIRE & MARINE INSURANCE CO. 








84 WILLIAM STREET 


HUDSON UNDERWRITERS 


COMPOSED OF 
Lumber Insurance Company of New York 
AND 


Adirondack Fire Insurance Company 


NEW YORK 








PROMPT SERVICE a oe Ge 


WARREN M. KIMBALL & CO. 


100 WILLIAM ST., N. Y. CITY, N.Y. 


SURPLUS INSURANCE 


REPRESENTING 
22 Strong American and European Stock Co’s. 
IMMEDIATE BINDERS—Guarantee Underwriters. 


London Lloyds 
- LIBERAL COMMISSION 








FIRE 


INSURANCE 





ORGANIZED 1865. 


Virginia State Insurance Co., Of Richmona 


ASSETS 
Surplus to Policyholders ... 


GEO. L, CHRISTIAN, Pres. 


eee eee eee eee eee eee eee eee | 
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seeeeeeees+-9887,903.00 
317,975.00 


ROBERT LECKY, Jr., V. Pres. & Secy 





24 COURT STREET 





GERMAN AMERICAN INS. CO. OF N. yY. 
PHOENIX INS. CO. OF HARTFORD, CONN. 
SPRINGFIELD F. & M, INS. CO. OF MASS. 


J. M. DONALD, AGENT 


BROOKLYN 
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SEEK BETTER CLASSIFICATION. 





indianapolis Property-Owners Discuss 
Fire Underwriting Conditions With 
Insurance Men. 





With a view to discussing the needs 
of Indianapolis from a fire protection 
standpoint, a conference between West- 
ern department managers and repre- 
sentative business men of the city was 
held at Indianapolis on Friday last. 
The underwriters attending were: Man- 
agers Charles H. Barry, Pennsylvania 
Fire; Thomas A. Gallagher, Aetna; 
George H. Lermit, Northern Assurance; 
Herbert N. Kelsey, Sun of London; and 
A. G. Dugan, Hartford. 

As representing the city there were 
Mayor Shank, Councilmen Stilz, Blum- 
berg, Owen and Copeland, Superintend- 
ent of Police Hyland, Howard Kimball, 
city comptroller; Joseph C. Schaf, In- 
dianapolis Manufacturers’ Association; 
Charles Mayer, who presided at the 
meeting, and W. E. Balch, of the Indian- 
apolis Merchants’ Association: R. G. 
McClure and G. A. Schnull, of the Com- 
mercial Club; H. B. Hibben, Jr.; W. J. 
Dobyns, Charles A. Bookwalter and R. 
P. Van Camp, of the Indianapolis Trade 
Association; Edgar H. Evans. William 
O’Connor and William J. Mooney, of the 
Board of Trade, and George J. Marott, 
of the Massachusetts Avenue Merchants’ 
Association. 

Early in the Spring an inspection of 
the fire defenses of Indianapolis con- 
vineced the insurance men that its class 
rating was too high, and that in order 
to continue the rating it enjoyed the 
investigators recommended “that the 
water company lay a twelve-inch main 
in Meridian street, from Ohio to Ver- 
mont street, which has already been 
done; that two automobile combination 
hose and chemical wagons be purchas- 
ed, one of which has been ordered; that 
a new fire engine house be erected at 
Kentucky avenue and Maryland street, 
or in the vicinity of that location, in 
which should be installed an engine, 
hose company and aerial ladder com- 
pany: that the Gamewell fire alarm 
telegraph system be placed in a fire- 
proof building, with two operators on 
duty at all times, which is already con- 
templated; that means be provided for 
calling all fire engine houses from head- 
quarters by telephone simultaneously; 
that fire alarm boxes be tested monthly 
and records kept of the same: that 
weekly drills in seasonable weather be 
inaugurated; that the building ordi- 
nances relating to the storage of ex- 
plosives and combustible material be 
strengthened and that an additional 
deputy building inspector be employed. 
These recommendations, it was said, 
would require twenty-seven additional 
men, apparatus to cost $29,000 and the 
cost of the new engine house. 

Another Assistant Chief Asked. 

“In addition to the above recommenda- 
tions, it was asked, in order to reach 
Class 2, that thirty additional men be 
employed in the fire department, with 
certain improvements in the water sys- 
tem, some of which have already been 
made. Improvements in the fire alarm 
telegraph system also were asked: 4 
sufficient number of fire alarm boxes to 
provide for a box within five hundred 
feet of every building in the downtown 
district asked for, and the request made 
that the national board standard build- 
ing laws be adopted and rigidly enfore- 
ed. It was also asked that an addition- 


al assistant fire chief be employed, and 
that an engine be placed at the engine 
house at Raymond and Webb streets. 

“These recommendations were a 
modification of those made in March for 
the respective classes. Richard Lieber, 
chairman of the committee on public 
utilities of the advisory commission to 
Mayor Shank, said he believed that by 
meeting the conditions named for 
Classes 2% and 2, with the addition of 
two new fire engine houses in the out- 
lying districts, a training school for fire- 
men and the removal of overhead wires 
in the downtown district, the city should 
be placed in Class 1%, thus still further 
reducing insurance premiums in the 
city.” 

To arrive at a definite understanding 
in the matter, a conference with the in- 
surance men was arranged, and this 
took place on the 9th. 

Following the conference, the under- 
writers make a critical inspection of 
the Indianapolis fire department. 





FEW FIRES AT HARRISBURG. 





Record of City in This Respect an 
Admirable One Until Cottere! Loss 
Occurred. 





Unless December adds to the fire 
losses, Harrisburg will materially show 
a good record for few fires and de 
creased losses during 1910. From Jan- 
uary to November, inclusive, there were 
86 box calls and 69 telephone calls. 
The box calls included 11 false alarms. 
Up to the time of Cotterel’s fire, Harris- 
burg’s total was exceedingly small, the 
losses from the Market Square fire be- 
ing a little less than the total losses 
for the past thirty months in Harrisburg. 

The total losses for November were 
$28,710 on property and $60,950 on con- 
tents. The total losses for the eleven 
months were: $47,432 of property and 
$73,378 on contents. February and 
March showed the heaviest losses previ- 
ous to November, the total for February 
being $12,068 and for March $9,540. 
September showed a total loss of $130; 
June, $160, and August, $201. 

Commenting upon the above, 
Garverich said: 

“Harrisburg’s losses would be still 
further decreased if the proper precau- 
tions were taken. Stores and especially 
basements should be cleaned up daily. 
Cut out the Christmas decorations that 
are dangerous and keep people with 
cigars and cigarettes away from places 
where a spark would start a fire. Look 
over the premises daily, and before clos- 
ing the stores have a careful examina- 
tion made. Remove all waste paper 
and boxes promptly and have buckets 
of water handy for emergency cases.” 


Chief 





Agents and Managers Confer. 





A conference was held on Monday in 
this city between a committee of the 
National Association of Local Fire In- 
surance Agents and a committee of 
company managers. The matters under 
consideration related to overhead writ- 
ing, dual agencies and policy forms. 





$125,000 Schoc! Loss at Hackensack. 

An overheated flue is held accounta- 
ble for the fire that completely destroy- 
ed the State Street Grammar School at 
Hackensack, N. J., on the 7th inst. The 
loss is placed at $125,000, fully covered 
by insurance. 








GRINNELL AUTOMATIC SPRINKLERS 


STEAM AND HOT WATER HEATING AND POWER PIPING 





Executive Offices - - 





GENERAL FIRE EXTINGUISHER COMPANY 


Provipence, R. I. 





WHILDEN & HANCOCK 


105 WILLIAM STREET, NEW YORK 


General Agents in New York and New Jersey for the 
PACIFIC COAST CASUALTY COMPANY, SAN FRANCISCO, CAL. 


Capital, $400,000 Net Surplus, $276,754 


Admitted Assets, $972,387 


Writes : Liability, Fidelity, Surety, Court, Contract, Burglary 
and Plate Glass Insurance 








Are you Interested in Western and Pacific Coast Insurance Matters? 
To keep posted in the above, read the UNDERWRITERS’ REPORT, published at San 
Francisco, the only weekly insurance newspaper issu ed West of Chicago. 
Positively unexcelled by any insurance medium in the United States for news of 
insurance in the territory extending from the Rocky Mountains to the Pacific Ocean. 
Subscription Price $3.00 Per Year 
UNDERWRITERS’ REPORT 160 Sansome Street SAN FRANCISCO, CAL 




















Surplus Lines London Lloyds 
(ivaranteed Underwriters Only 


We can furnish you two policies covering up to $60,000 on a single risk 
in seventeen (17) syndicates composed of 116 guaranteed names of 
London Lloyds Underwriters that accept American fire business through 
our office. Immediate binders given ; 10% commission paid. If you are 
short of insurance send us full information, including list of the principal 
represented companies and amounts they carry. 


We invite your patronage and promise careful attention to your 
interest. 


MARSH & McLENNAN 


New York Office, 54 William St. Chicago Office, 159 La Salle St 








. & DUPFPEY 
INSURANCE 


84 WILLIAM STREET NEW YORK 








Lines BOUND and WRITTEN in Excellent Companies throughout 
United States, Canada, Mexico and Cuba 








SVEA FIRE AND LIFE INS. CO., Limited 


Gothenburg, Sweden 
United States Branch, 100 William Street, New York MORRIS L, DUNCAN, U. S. Manager 
ASSETS, $1,263,938 NET SURPLUS, $570,861 
Financially able to meet its every obligation, and prompt and liberal in doing so 








CALIFORNIA INSURANCE CO. 
OF SAN FRANCISCO, CALIFORNIA 
New York Standard Statement, Jan. 1, 1910 


CAPITAL i $400,000 
All Liabilities, including Reserve - 563,113 
Total Assets - - - - 1,125,418 
SURPLUS to Policy Holders - 562,305 


This Company has a record unequaled in the 
history of the Insurance business 
FRANK C. STURTEVANT 
MANAGER EASTERN DEPARTMENT 


FOURTH AND WALNUT STREETS, PHILADELPHIA 











CONFLAGRATION PROOF 
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Cc. E. DOSSER PRESIDENT. 





Heads New York Stet: Association— 
Lennox and Jarvis, Vice- 
Presidents. 





As was fully expected would be the 
case, Charles E. Dosser, of the Fire- 
mans Fund, was elected president of 
the Underwriters Association of New 
York State at the annual meeting of 
the organization on the 13th. At the 
same time other officers were chosen 
as follows: 

First vice-president, W. W. Lennox, of 
the Hartford; second vice-president, 
Stanley E. Jarvis, of the Hanover; 
chairman of the executive committee, 
R. G. Potter, of the German American. 
Members of the executive committee 
to serve three years: J. H. Vreeland, 
of the Liverpool & London & Globe; 
J. W. Wood, of the New Hampshire, 
and George B. Grenslet, of the Glens 
Falls. For two years: F. O. Channell, 
of the Boston. The following members 
of the executive committee hold over 
and have one year longer to serve: E. 
H. Hornbostel, of the Germania; J. M. 
Carothers, of the Phoenix of Hartford, 
and W. C. Roach, of the Aetna. 





Would Make the State Pay. 





His experience with examinations of 
insurance companies have convinced 
Insurance Commissioner J. H. Schively 
of Washington that the State should 
bear the expense of these examinations, 
and in his annual report. has asked for 
an appropriation of $10,000 for that 
purpose. The companies have long 
protested against being forced to stand 
the cost of State Examinations which 
are often a useless duplication of 
effort. 

The management of the Southern 
Surety Company, of Muskogee, Okla., is 
proceeding carefully in soliciting addi- 
tions to its present capital stock, avoid- 
ing high-pressure methods and the pol- 
icy of misrepresentation that has been 
so freely indulged in by speculative com- 
pany promotors of late, and which has 
made it unusually difficult for legitimate- 
ly conducted institutions to interest the 
investing public in their propositions. 





New Jersey Agency Appointments. 





Agricultural—Arthur Anders & .Co., 
Past Rutherford. Continental.—Thomas 
B. Smith, Paterson. Delaware.—Clifford 
B. Gehring, Rahway. Franklin, Phila— 
Jacob B. Hendershatt, Newton; C. Henry 
Moore, Cranbury. MHartford.—Charles 
Eschmann, Stirling; William C. Bur- 
roughs, Asbury Park; Kerris & Dallas, 
Pine Brook; Charles H. Sheffield, Oak- 
land; Simpson & Snyder, Newton; 
Charles H. Tunis, Basking Ridge; Harry 
G. Van Note, Oakhurst. Insurance Co. 
of N. A—Thomas F. Burke, Richard A. 


Bolger, Perth Amboy. New Hamp- 
shire.—Frederick C. Smith, Joseph J. 
Smith, Ridgewood. North River.—Wil- 
liam F. Sheehan, Bayonne. Western 


Pa.—Robert M. Offord, Passaic. 





November's fire loss in the United 
States, as compiled by the Journal of 
Commerce and Commercial Bulletin, ag- 





gregated $16,407,000, bringing the rec- 
ord since January 1, 1910, up to $212,- 
$42,650. 

The trial of Louis Reisenberg and 
Louis Halper, accused of firing the 
store and barn at 491 Main avenue, 
Passaic, N. J., recently, began on Fri- 
day. Fire Chief Bowker, of Passaic, 


testified as to the condition of the burn- 
‘ed premises when the firemen arrived. 





Reports to the contrary notwithstand- 
the United States Supreme Court 
has not decided in the case before it, 
testing the constitutionality of the bank 
guarantee law. The case centers about 
the Nebraska and Oklahoma statutes. 


ing, 


Texas Commissioner. 





Governor-elect Colquitt of Texas has 
announced that he will appoint B. L. 
McGill, of Terrell, as insurance com- 
missioner for the Lone Star State, suc- 
ceeding F. C. Von Rosenberg, the pres- 
ent incumbent, 





Considering Liability Legislation in 
Wisconsin, 





A hearing on a new bill dealing with 
employers’ liability, prepared by a spe- 
cial committee of the Wisconsin Legis- 
lature, was held at Milwaukee early last 
week. Dr. W. A. Fricke, a former insur- 
ance commissioner of the State, made 
a number of suggestions born of his 
underwriting experience. 





National Surety Enters Canada. 





A license has been issued to the Na- 
tional Surety Co. to transact business 
in Canada. The Company is preparing 
to open offices in Toronto, which will 
be in charge of H. W. Crossin as man- 
ager. 








Passing of Columbus Casualty Co. 





Convinced that the trustees of the 
Columbus Casualty Company of Colum- 
bus, were sincere in their purpose to 
pay the debts of the corporation and 
distribute its remaining assets, State 
Attorney Denman, of Ohio, has dismise- 
ed his suit to attain the same end. 





Guaranteed Dividend Policies. 








It is said that the Oklahoma legisla- 
ture will be called on to consider a bill | 
to compel Oklahoma companies to dis- | 
continue the practice of selling so-call- | 
ed guaranteed dividend policies which | 
are described as non-participating in- | 
surance at participating rates. | 





California State Life Launched. 





A charter has been granted the Cali- 
fornia State Life, of San Francisco, 
which proposes a capital of $500,000. 





To properly supervise the rapidly- 
growing insurance interests operating 
in Arkansas, State Auditor Jobe strong- 
ly urges the creation of the office of 
deputy insurance commissioner. He 
further recommends the critical revi- 
sion of the State’s insurance laws. 





An association of the general agents 
and resident managers of the Fidelity 
& Casualty Company, will likely be 
formed early next Spring. 





Death claimed I. E. Sylvester, a vete- 
ran fire insurance agent of Coopers- 
town, N. Y., early last week. 





The Title Guaranty and Surety Com- 
pany has given its Essex County, N. J., 
general agency to Samuel B. Brewster, 
of Newark. 





SYSTEMATIC VS. INDISCRIMINATE 
SOLICITING. 





(Continued from page 10.) 

agent has ever approached him in the 
right way, in the logical way, for when 
you bring home to a man the vital ne- 
cessities, the obligations he owes to 
himself and his family, that it only | 
costs him the price of one cigar per | 
day to lay this protection around him, 
he will do his duty and take that con- 
tract. 

“Believe, therefore, in what you are) 
selling; believe in it with all your heart, | 
and whether a man ever receives a) 
dollar or not the proposition of that | 
enormous protection thrown around , 
him is worth every cent he paid; believe | 
in it deep in your heart and faithfully | 
and look at it in a systematic way, with 
a broad and logical view and you cannot 
help but get results.” 





| 


Newark’s Fire Record for November. 





In the month of November, the New- 
ark, N. J., fire department responded to 
116 alarms. The property loss by fire in 
the period was $125,000. 





Fort Pitt Fire. 





The Fort Pitt Fire Insurance Compa- 
ny, with a capital of $200,000 and a 
surplus of equal amount, is proposed at 
Pittsburg. 











2216 John 
2217 John 


Suburban Dept. 


Telephones 





FRED. S. JAMES & CO. 
123 William Street New York City 


Head Suburban Agents for 
Franklin Fire Ins. Oo. of Philadelphia 
County Fire Ins. Co. of Philadelphia 
National Union Fire Ins, -9 Pittsburg 
Delaware Ins. Co. of Philadelphia 
Svea Fire & Life Ins. Co., Ltd., of Sweden 


General Agents for 


Calumet Insurance Co. of Illinois 
Mechanics & Traders Ins. Co. of New Orleans 





This agency affords you unexcelled facil- 
ities for writing your Suburban lines. Our 
territory includes Westchester, Rockland 
and Putnam Counties, Long Island, Staten 
Island in New York State, and Bergen, 
Essex, Union and Monmouth Counties in 
New Jersey. 


Prompt Service Individual Attention 


WESTERN 
ASSURANCE CO. 


of Toronto, Canada 


UNITED STATES BRANCH 


January 1, 1910 
$2,377,303.87 
839,268.07 


HON. GEO. A. COX, President 
W. R. BROCK & JOHN HOSKIN, K.C., LL. D 
Vice Presidents 


fl. MEIKLE, General Manager 








0. 0. LAUCKNER INSURANCE AGENCY 


57-59 William St. 355 Palisade Ave. 8! River St. 
N. Y. City Jersey City Hoboken 





FIRE INSURANCE 


New Jersey writing agents for twelve of the 
leading companies, ineluding 


Westchester Aachen & Munich 
Niagara St. Paul F. & M. 
Springfield F. & M. Teutonia 


Firemans (of N. J.) Central National 





New Jersey Lines Bound in New York Office 


LeROY P. GREGORY 
General Mgr. 


L. KRETSCHMANN 
Mgr. N. J. Dept. 











HERBERT BUXTON, Pres. and Mgr, 


Buxton Insuring Agency 


63 William 8t., New York 
Excess Lineg handled anywhere. Good 
connections at Lloyds, London. 

CORRESPONDENCE SOLICITED. 


ARNOLD & WANNEMACHER 
REPRESENTING 
Teutonia of Allegheny, Pa. 
Humboldt of Aiggnery. Pa. 
erman American of Pi urgh, Pa. 
etroit of Detroit, Mich. 
438 WALNUT ST., PHILA., PA. 











LOUIS SHERWOOD 


REPRESENTING 
Fire, Casualty and Surety Co’s 
15 Exchange Place, Jersey City, N. J. 


EXCELLENT FACILITIES FOR HANDLING 
BROKERS LINES. Phone, 33 Jersey City 











JOHN C. PAIGE CO. 


INSURANCE 
65 KILBY ST. BOSTON, MASS, 








SURPLUS LINES 


D.C. SCHUPP & CO. 
159 La Salle Street, Chicago 


Lines placed anywhere in U. S. and Canada 
LIBERAL COMMISSIONS PAID 





TALLMAN & SEARS 


NEW YORK AND NEW JERSEY 
SUBURBAN AGENTS 
FIREMEN’S INSURANCE CO. OF NEW JEBSKY 
ST. PAUL FIRE AND MARINK INS. 00. 
WESTERN INSURA‘ OK €0O., PENNA. 

80 WILLIAM 8ST., NEW YORK CITY 








QUEEN 


ins. Co. of America, 
RW YORK. 











“STRONG AS THE STRONGEST” 


The Northern “Assurance Co. 


(LTD., OF LONDON) 
ORGANIZED 1836 
ENTERED UNITED STATES 1876 


Losses Paid - - $83, 000, 000 
Losses Paid in U. S. - $27,000,000 
EASTERN AND SOUTHERN DEPARTMENTS 


Company's Building. 38 Pine Street 


NEW YORK 














WOOD BROTHERS & COMSTOCK 


GENERAL AGENTS 
REPRESENTING 


ALLEMANNIA FIRE INSURANCE OO. OF PENNA. 
CAMOEN FIRE INSURANCE ASS’N, OF N. J. 
GEORGIA HOME INSURANGE GO., of Georgia. 
HUMBOLDT FIRE INSURANCE CO., of Pennsyivania. 
MICHIGAN COMMERCIAL INSURANCE CO., of Mich. 
PITTSBURG UNDERWRITERS, of Pennsyivania. 
WESTERN RESERVE INSURANCE GO., of Ohle 





100 WILLIAM STREET - - - - New York 
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CASUALTY AND 


SURETY HAPPENINGS 








THE DETROIT GONFERENGE 


SUBMIT MODEL FORM OF POLICY. 








Special Committee Presents Its Idea as 
to What the Desirable Dollar-a- 
Month Contract Should Be. 





The most important matter to come 
before the semi-annual meeting of the 
Detroit Conference held at Detroit, on 
Friday and Saturday last, was the new 
dollar-a-month policy, and the discus- 
sion of its provisions occupied the 
greater part of the sessions. The re- 
port of the sub-committee of the execu- 
tive committee was accepted practical- 
ly as submitted, with a few changes in 
phraseology, but preserving the sense. 
The form adopted was simply recom- 
mended to the companies comprising 
the Conference as an ideal form, and 
no obligation beyond that of giving the 
best for the money, is involved in its 
adoption by any or all of the compa- 
nies. 

The new policy conforms strictly to 
the slogan, “eliminate the frills,” and 
is nearer to a simple promise to pay 
than it has ever been before. Sum- 
marized, it stands as follows: 

Accident—Death or Dismembermeni 
—Death and specific indemnity limited 
to the present ninety-day clause, with- 
out additions to the principal sum. 
Special benefits for sunstroke, freezing 
and hydrophobia eliminated. Accumu- 
lations limited to 5 per cent. for every 
three months’ renewals until accumu- 
lations equal 50 per cent. 

Disability—Total indemnity limited 
to two years. Partial indemnity at rate 
of 50 per cent. of total and for not 
more than six months. Total accident 
liability not to exceed an amount equal 
to 24 months’ total disability. Increase 
of weekly benefit for annual payment 
of premium as at present. 

General—Doubling clause practically 
as at present. No beneficiary insurance. 
Optional indemnity, indemnity for non- 
disabling injuries eliminated. 

One-fifth clause to remain as at pres- 
ent, in effect, and the same for the 
“specified as illness” clause. 

IlIness—house confinement—not ef- 
fective sooner than sixty days from 
date of policy. House confinement 
benefits limited to six months. One- 
third reduction of benefit at age fifty 
and a further reduction after sixty, 
making a total of fifty per vent. over 
age forty-nine. 

Co. valescence—effective sixty days 
after date of policy, whether following 
house confinement or not. Convales- 
cence period limited to one month at 
50 per cent.; total limit to be equal to 
six months house confinement. 

Quarantine benefits eliminated. Boils, 
felons and carbuncles paid for under 
illness benefits with fuil indemnity for 
total disability regardless of confine- 
ment. 


Limit for chronic diseases to remain 
not more than one month’s full bene- 
fits. First week of illness clause re- 
tained. Re-instatement according to 
New York provisions. Conditions ac- 
cording to State requirements; compa- 
ny to have right to refuse to renew. 

President H. C. Boyer, manager of 
the General Accident, presided very ef- 
fectively for the first time since his 
election to that office in July. The at- 
tendance was large and the discussions 
of much interest. The Provident Life 
& Accident of Chattanooga and the 
Protective Life of Buffalo were admit- 
ted to membership. 

Reports in detail were presented by 
Chairman R. R. Koch of the Reporting 
Agents and Bureau committee; H. A. 
Behrens of the Membership committee; 
FE. C. Robinson of the Taxation commit- 
tee; L. O. Chatfield, committee of 
Physicians. 

Manager James V. Barry of the newly 
organized publicity bureau was present 
and ably outlined the work of this im- 
portant branch, dealing with the big 








questions that are confronting the com- 
panies and the methods by which they 
can be met. His talk was received 
with much enthusiasm, especially since 
his loyalty in sticking by the associa- 
tion in the face of recent attractive 
offers in other lines. A motion was set 
on foot to have the mutual companies 
belonging to the conference represented 
on the board of governors, but it did 
not come from the mutual ranks and 
as representatives of that line of the 
business stated that they were perfect- 
ly satisfied with the board as it stood 
and that their interests would be con- 
served, no action of this kind was 
taken. 

President C. H. Brackett of the 
Hoosier Casualty presented an able ad- 
dress on conservation, dealing with 
methods of keeping business on the 
books after it has been once written. 
It contained many valuable sugges- 
tions. 

Secretary W. A. Orr of the Wood- 
men’s Casualty dealt with co-operation 
in claim adjustments involving the re- 
lations of company policyholder and 
agent. 

“The Golden Rule” was the subject 
of an address by R. R. Koch of Phila- 
delphia, president of the American As- 
surance company. It upplies no less to 
industrial insurance than to other lines 
of life, said Mr. Koch. 

Agency Manager Frank D. Davy of 
the Continental Casualty of Chicago, 
spoke cogently on agency matters. He 
is in favor of bonding agents and told 
of the best methods of preserving pro- 
ductive relations with men in the field. 

The Conference will report all agency 
changes hereafter to a central bureau, 
whether the changes arise from dis- 
satisfaction with agent or whether he 
is a good man and receives a deserved 
promotion. Those leaving the business 
will also be reported. 

A number of very interesting topics 
were down for general discussion but 
were omitted for lack of time. The 
conference sent a telegram of fellowship 
to the Southern casualty companies in 
session at the time in Atlanta, where a 
new organization along similar lines is 
in process of formation. 





SUGGESTIONS INVITED. 





Burglary Policy, Prepared for American 
Bankers Association, Submitted to 
Managing Underwriters. 





Copies of the form of bank burglary 
insurance policy, prepared by Thomas 
B. Paton, general counsel of the Ameri- 
can Bankers Association, for the use of 
its members, has been submitted to 
managing underwriters for inspection, 
and a conference to consider the de- 
parture will be held by the Associa- 
tion’s Committee on Fidelity Bonds and 
Burglary Insurance and the interested 
insurance company Officials at an early 
day. 

The proposed policy differs in a num- 
ber of respects from the contract in 
general use, though many of the fea- 
tures called for are now granted either 
by one company or another, though no 
single office allows all of the con- 
cessions. . 

The desire of the bankers is to secure 
“a uniform contract that will fully 
Lrotect the interests of the insured and 
also be fair and equitable to the in- 
surer.” 


ite 
THE EASTERN UNDERWRITER 
A Weekly Journal Which Helps the Agent 


PRICE $3 PER YEAR 


Address, 105 WILLIAM STREET 
NEW YORK CITY 








FIDELITY & DEPOSIT CO. 


BROADENS LINES OF ITS ACTIVITY. 








Through Purchase of Philadelphia Casu- 
alty Company, Baltimore Institu- 
tion Takes Up New Lines. 





A further example of the multiple 
line idea in casualty insurance is afford- 
ed in the purchase by the Fidelity & 
Deposit Company, of Baltimore, con- 
trolling interest in the Philadelphia 
Casualty Company, of Philadelphia, the 
business of which, aside from the credit 
branch, it proposes to reinsure on Jan- 
uary 1, 1911. On and after the latter 
date, the Baltimore corporation will be 
liable under all outstanding contracts 
of the Philadelphia Casualty Company 
covering personal accident, health, 
plate glass, liability and automobile in- 
surance. 

In advising agents of the Philadel- 
phia -corporation of the purchase, the 
management of the Fidelity & Deposit 
says in part: 

“Before agreeing to reinsure the out- 
standing liability of the Philadelphia 
Casualty Co., we carefully investigat- 
ed the general class of business on its 
books, and found the risks to be desir- 
able ones, and such as should be car- 
ried by conservative underwriters. It 
is, therefore, our desire to renew the 
accident, health, plate glass, liability 
and automobile insurance on the books 
of the Philadelphia Casualty Company, 
unless we should find some of the risks 
undesirable. 

“Our purpose is to renew these pol- 
icies only through the agents or brok- 
ers who placed them on the books of 
the Philadelphia Casualty Company, and 
we, therefore, request that you will 
enter into negotiations with us as early 
as convenient with a view of continuing 
your agency contract. The Fidelity & 
Deposit Company has just entered the 
casualty and liability field and, having 
made very few agency agreements, is 
consequently in position to make such 
connections wherever it can find desir- 
able agents. 

“We believe that in our guarantee 
that we will solicit no business which 
you have put upon the books of the 
Philadelphia Casualty Company, except- 
ing through your own agency, we give 
you a protection which is unique in the 
annals of reinsurance deals generally. 
We take this position, however, for the 
purpose of securing your good will, and 
at the same time to assure you that, if 
for any reason no agency contract is 
entered into between you and the Fidel- 
ity & Deposit Company, you will have 
no cause for fear as to the disposition 
of risks which you have placed on the 
books of the Philadelphia Casualty 
Company. We want to treat you and 
your clients fairly in every way, and so 
far as lies in your power, we heartily 
urge you to assist us in continuing with 
the Fidelity & Deposit Company the 
risks which you have heretofore placed 
with the Philadelphia Casualty Com- 
pany.” 

Deal an Important One. 

The deal is one of high importance, 
marking as it does the entry into the 
general casualty field of a second surety 
company. The United States Fidelity 
& Guaranty, of Baltimore, broadened 
into the same lines some months ago. 
The purchase of the Philadelphia Casu- 
alty was arranged by a syndicate com- 
posed of Vice-President J. A. Nelson, 
W. H. Harris, a department manager, 
and Herman Hoopes, Philadelphia rep- 
resentative of the Fidelity and Deposit, 
all acting on behalf of the corporation. 
Control of the Philadelphia Casualtv 
has been held by the Fidelity Mutual 
Life, which would only consider the dis- 
posal of its interest to thoroughly re- 
sponsible parties. 

Walter Le Mar Talbot, president of 
the Philadelvhia Casualty and likewise 
an official of the Fidelitv Mutual Life. 
will in future devote himself wholly to 
the affairs of the latter organization. 

The Philadelphia Casualty has assets 
of nearly $7,500,000, and this year will 
report a premium income of approxi- 
mately $7,250,000. 

The Fidelity & Deposit on September 
$0 reported total assets of $6,797,059, 


with a net surplus beyond its $2,000,000 
capital of $2,667,290. 

Edwin Warfield, former governor of 
Maryland, is president of the Company. 





COMPLETE ORGANIZATION. 





Southern Casualty and Surety Con- 
ference Fully Formed—Officers 
Elected. 





Following the preliminary gathering 
held a month ago, a second meeting of 
executives of Southern insurance com- 
panies was held at Atlanta on Friday 
last, and the organization of the South- 
ern Casualty and Surety Conference 
perfected. 

The objects of the new association 
are broadly declared to be “the cultiva- 
tion of friendship, the promotion of 
harmony and the betterment of condi- 
tions generally affecting these particular 
classes of business throughout the 
South, not only for the companies we 
represent, but for all companies operat- 
ing in this section.” 

The organization starts with a mem 
bership of eighteen companies. The of- 
ficers and executive committeemen 
chosen for the first year are as follows: 
M. D. Johnson, vice-president and gen- 
eral manager of the Peninsular Casual- 
ty, president; H. D. Huffaker, president 
and general manager of the Interstate 
Life & Accident, vice-president: C. J. 
Goodman, secretary and general man- 
ager of the Dixie Casualty, secretary: 
C. A. Langford, secretary and treasurer 


of the Commercial Life & Casualty, 
treasurer. 
Executive Committee: James A 


Blainey, general manager of the Equita- 
ble Casualty: George W. Carr, secre- 
tary of the Southern States Fire: J. S 
Armstrong, general manager of the 
Texas Fidelity & Bonding: A. H. Kohn, 
secretary and treasurer of the Carolina 
Insurance & Casualty: T. O. West, sec 
retary of the Kentucky Central Life & 
Accident. 





INCREASING ITS SPACE. 





Maryland Casualty Company to Make 
Important Addition to Its Home 
Office Building. 





Contract for the erection of a large 
addition and tower to the head office 
of the Maryland Casualty Company, of 
Baltimore, has been awarded, and work 
thereupon will shortly begin. 

The plans call for a tower 10 stories 
high, which will be exclusively occupied 
by offices. A big, ornamental clock will 
be built on each side of the top, with 
chimes installed. The main building 
will be five stories high. The additions 
will conform in architecture as much 
as possible to the present building. The 
Company recently purchased the City 
Hotel, which will be razed to give away 
to the betterments. The entire cost 
will aggregate about $700,000. 





Estate of George F. Seward. 





By the terms of the will of the late 
George F. Seward, president of the Fi- 
delity & Casualty Company, his entire 
estate goes to his widow, Mrs. Kate 
Seward; should the latter die intestate, 
then Mr. Seward’s property shall be 
equally divided between such of his 
children as shall then be alive or to 
their heirs. The executors of the will 
are Mrs. Kate Seward, George O 
Seward, a son, and Hjalmar H. Bogesen, 
the author. 


The Employers’ Liability 
Assurance Corporation, Limited 


The original and leading Liability 
Iusurance Company in the World 
LIABILITY, STEAM BOILER, ACCIDENT, 
HEALTH, FIDELITY 
AND BURGLARY INSURANCE 
United States Branch 
SAMUEL APPLETON, United States Manager 


Employers’ Liability Buliding, 
33 Broad Street, Boston, Mass. 


ACCENTS WANTED 
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NO GHANGE IN POLICY 


PROGRESSIVE. 





WILL CONTINUE 





R. J. Hillas May be Counted Upon to 
Keep Fidelity & Casualty Company 
in the Foreground. 





Thoroughly in sympathy with the 
constructive policy of the late George 
F. Seward, with whom he was intimate- 
ly associated for so many years, Robert 
J. Hillas, whose election to the presi- 
dency of the Fidelity & Casualty Com- 
was noted in these columns last 


pany 
week, may be counted upon to carry 
forward the work of his predecessor, 


which he is peculiarly qualified to do. 

Mr. Hillas has been a part of the 
Fidelity & Casualty, all of his business 
life thus far, having entered its service 
as a youth, and when its entire office 
staff consisted of about half a dozen 
individuals. He has witnessed its rapid 
and substantial growth, and has borne 
a prominent part in the upbuilding. 

Held in high regard by the direc- 
torate, head office staff and field force 
of the corporation, Mr. Hillas’ elevation 
to the presidency was wholly logical, 
and the fraternity at large, as well as 
those identified with the Fidelity & 
Casualty, are greatly pleased with the 
advancement. 

Vice-President Law. 

No one connected with the Fidelity & 
Casualty, perhaps, has a closer associa- 
tion with the underwriting phase of its 
business than Frank E. Law, who was 
chosen vice-president in succession to 
Mr. Hillas at the special meeting of the 
Company’s board of directors, held on 
the 7th inst. 

Following his graduation as a me- 
chanical engineer from Stevens Insti- 
tute of Technology in 1892, Mr. Law 
went with a leading machine manufac- 
turing firm for several years, after 
which he became connected with the 
Fidelity & Casualty. For the past ten 
years he has been doing actuarial work 
in the Company, and is thoroughly 
familiar with the theory and practice 
of every branch of its business. 

In the numerous conferences that 
have taken place of recent vears to con- 
sider workmen’s compensation and 
kindred matters, Mr. Law has borne a 
leading part, giving freely of the vast 
amount of knowledge that he has ac 
quired upon the subjects under review. 

The Fidelity & Casualty is thoroughly 
organized in its every branch, and, with 
the complete co-operation that obtains 
between head office and agency staff, 
the continued prosperity of the corpora- 
tion is assured. 


Merger Pending. 








A conference between the parties in- 
terested in the intended merger of two 
New York Citv casualty companies 
scheduled to take place here the latter 
part of this week, at which, it is ex- 
pected, all details in connection with 
the plan will be completed. 

Should the deal go through as sched- 
nled, a party now identified with a local 
institution, will take the presidency of 
the enlarged corporation. 


is 





Insuring Automobile Windshields. 





Insurance against the breakage of 
automobile windshields or the glass 
part of a limousine body is now written 
by the Fidelity & Deposit Company. 
The rate charged for protecting the 
windshield is $2, while the entire limou- 
sine is covered for $5 a year. 





Fidelity Rates on Building and Loan 
Officials Reduced. 
building and loan associations 
have received with much gratification 
the word that, following an exhaustive 
examination by the Tower Rating 
Bureau of New York, the surety compa- 
nies of the country have reduced the 
rate of fidelity bonds of officers and 


Ohio 


employes of these institutions. In con- 
sideration of the excellent standing of 
the Ohio building and loan associa- 
tions, the feeling has been general 
among them that rates exacted for 
these bonds were too high, and at the 
annual convention of the associations 
in Canton, in August, a special com- 
mittee was appointed to take up the 
question with the companies. The lat- 
ter turned it over to the rating bureau, 
and after the latter had reported the 
result of a careful investigation, the 
rate per $1,000 was reduced from $4 
to $3. 





INDUSTRIAL ACCIDENT BOARD. 





New Jersey Union Labor Men Incor- 
porate Provision for New Commis- 
sion in Liability Bill. 





One of the provisions of the new em- 
ployers’ liability bill, which is being pre- 
pared by a committee of Union labor 
men for introduction into the next ses- 
sion of the New Jersey Legisiature, 
stipulates that an Industrial Accident 
Board shall be created, and that all 
questions in dispute as to compensation 
for industrial injuries be referred to it 
for arbitration. 

The new measure abolishes the as- 
sumption of risk, fellow servant, and 
other present defenses, and forbids the 
making of contract whereby either con- 
tention may be invoked as a defense. 

In case of accidental death the bill 
provides for a minimum recovery of $2,- 
000, with $5,000 as a maximum. In the 
event of disability the compensation is 
to be graded in accord with the rate 
of wages the injured employe was re- 
ceiving. 





Largest Plate Glass Window in N. J. 





What is reputed to be the largest 
single plate glass window in New Jer- 
sey, was installed in the new property 
of the Van Dyk Furniture Company, of 
’aterson, on Friday last. The glass, 
which is 16 feet by 10 feet in dimen- 
sions, was set without the slightest 
mishap. 





Railway Pays $60,000 for Banker’s 


Death. 





The estate of Spencer Trask, a well- 
known banker of the metropolis, will be 
paid $60,000 by the New York Central 
Railroad because of his death. Mr. Trask 
was killed in a railway wreck near 
Croton, N. Y., on December 31 last. 





Gottsman East Again. 





C, A. R. Gottsman, at one time New 
York City manager of the Central Acci- 
dent, and later Columbus, Ohio, repre- 
sentative of the German Commercial 
Accident, is East again, having been 
appointed general agent at Philadelphia 
for the Imperial Assurance Company, of 
Pittsburg. } 





Gertrude W. Belden, of Ashfield, | 
Mass., is defendant in two suits brought | 
against her because of an automobile 
accident that occurred on September 
15, 1909. The plaintiffs are W. J.| 
Walsh of Holyoke and his wife, Ellen | 
F. Walsh. $10,000 is asked for, beause | 
of injuries suffered by Mrs. Walsh, and 
$5,000 is alleged to be the amount of| 
damage caused Mr. Walsh’s automobile. | 





The Missouri Miners Casualty Com- 
pary, of Joplin, has been absorbed by 
the Missouri Fidelity & Casualty Com- 
pany, of Springfield. 





. 


New Jersey Agency Appointments. 





Employers Liability—Asbury Park 
Realty Co., Asbury Park. Fidelity & 
Casualty.—Steinbricker & Gruber, At- 
lantic City; F. H. Williams, Spring 
Lake; T. Ithell, Summit. General Acci- | 
dent.—A. A. Schwengel, Millville. Mas- | 
sachusetts Bonding.—Peter Powel, Har- | 
rison. Masonic Protective.—J. BE. Robin- | 
son, Philadelphia, Pa. 


RAILWAY CASUALTIES IN TEXAS. 





Largely Reduced in Number in Late 
Years—Payments for Injuries 
Increased. 





From ‘the official records of twenty- 
seven railroads operating in Texas it is 
shown that during the fiscal year ended 
June 30, 1910, one person was injured 
for every 10,480 miles of trains run, and 
one fatality recorded in each 224,977 
miles of trains operated. Classified the 
casualties of the year were: 

Employes killed, 62; employes in- 
jured, 3,278; passengers killed, 10; pas- 
sengers injured, 429; other persons, in- 
cluding trespassers and unfortunates pil- 
fering rides, killed, 123; the same class, 
injured, 479. Total killed for the year, 
195; total injured for the year, 4,186. 
The twenty-seven lines during the year 
had an aggregate train mileage of 43,- 
870,667. . 

While there has been a marked reduc- 
tion in the number of casualties as 
against those recorded in former years, 
the payments for injuries, on the other 
hand, have increased very markedly. 

“For the fiscal year ending June 30, 
1908, the personal injury payments of 
all Texas lines averaged 2.284 per cent. 
of gross receipts; for the year ending 
June 30, 1909, the amounts paid out in 
settlement of personal injury cases by 
all Texas lines averaged 2.428 per cent. 
of gross income, while for the year end- 
ing June 30, 1910, the twenty-seven lines 
alone used by Mr. Askew in his compi- 
lation the personal injury payments 
amounted to 2.543 per cent. of the total 
gross income. Attention is here called 
to the fact that for the years ending 
June 30, 1908, and June 30, 1909, the per- 
centage paid in settlement of personal 
injuries is for all Texas lines, while for 
the year ending June 30, 1910, the per- 
gentage paid in settlement of personal 
injuries is for twenty-seven larger lines 
only. 

“The total amounts paid in settle- 
ment of personal injuries by the twenty- 
seven larger lines for the three years 
were as follows: For the year ending 
June 30, 1908, $1,838,516.35; for the year 
ending June 30, 1909, $2,169,207.59, and 
for the year ending June 30, 1910, $2,- 
292,788.36. 

“A natural inference of those com- 
parisons and statistics would lead one 
to the erroneous impression that the 
greater the safety in travel in Texas 
the more expensive will be the damage 
suit industry for the railroads. Elim- 
inating less than a dozen counties in 
Texas, however, there has undoubtedly 
been a marked decrease in the amounts 
paid out in settlement of personal in- 
jury cases, yet the enormous aggregate 
of the few counties here cited in a gen- 


eral way where the personal injury liti- 
gation has been reduced by those en- 
gaged in it to a most profitable science 
makes the total payments for Texas 
staggeringly large.” 





BRANCH OFFICE AT CHICAGO. 





Metropolitan Casualty Makes 
ture—E. M. Goodwin to be 
Manager. 


Depar- 





A branch office for the handling of 
its Illinois business will be established 
at Chicago by the Metropolitan Casu- 
alty Company of New York, on Janu- 
ary 1 next, in place of the general 
agency hitherto maintained. 

The new office, which will continue 
at the old location, 159 La Salle street, 
will be in charge of Edwin M. Good- 
win, who for several years past has 
been an agency inspector for the Com- 
pany. 

Associated with Mr. Goodwin and in 
charge of the plate glass business will 
be L. G. Earl, an experienced under- 
writer, and now associated with the 
Montgomery and Funkhouser agency. 

The above important changes were 
decided upon by President Winslow 
after a visit to the Western field. 





JOHN T. STONE PRESIDENT. 





Executive Committee of Board of Casu- 
alty and Surety Underwriters 
Meet. 





At a meeting of the Board of Casu- 
alty and Surety Underwriters, held at 
the Hotel Manhattan, this city, on Tues- 
day, John T. Stone, president of the 
Maryland Casualty Company, was elect- 
ed president of the body in succession 
to the late George F. Seward. R. J. 
Hillas, president of the Fidelity & Casu- 
alty, was chosen to membership on the 
committee, while President Edson S. 
Lott, of the United States Casualty 
Company, and President W. M. Tom- 
lins, Jr., of the Empire State Surety 
Company, were selected to represent 
the Board in all work affecting the 
Bureau of Publicity. 





$11,300 for Loss of an Eye. 

What is said to be the second larg- 
est amount of damages awarded in 
the Northwestern Circuit Court in a 
personal injury case where the master 
and servant question entered, was grant- 
ed on Friday last when John Touhy was 
given judgment for $11,300 in his action 
against the Columbia Steel Manufactur- 
ing Company, of Portland, Oregon. 
Touhy, while employed by the defendant 
corporation, lost the sight of one eye, 
through accidental injury. He sued for 
$21,000 damages. 
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CONSIDERING RESERVE BILL 





LIABILITY MEASURE DISCUSSED. 





State Commissioners and Company 
Officials Review Proposed 


Law. 





At a joint conference held in New 
York City between the Committee on 
Reserves Other Than Life of the Na- 
tional Convention of Insurance Com- 
missioners, and a special committee of 
casualty company officials, extended 
consideration was given the bill for 
uniform liability reserves, which has 
been in preparation for months past. 

Commissioner Hardison, of Massa- 
chusetts, is chairman of the commis- 
sioner’s committee, W. F. Moore, presi- 
dent of the New Amsterdam Casualty 
‘Company, acting in like capacity for 
the underwriters committee. 

While the measure as finally prepar- 
ed after frequent conferences between 
the State officials and the insurance 
men, is by no means regarded as being 
ideal, yet it is felt to be the best ob- 
tainable, and the basic principle in- 
volved has this distinct merit, that if 
after several years’ experience the 
ratio figured from prove erroneous, it 
can easily be increased or reduced as 
may be required. 

Reviewing the question of Liability 
Reserves, Frank E. Law, vice-president 
of the Fidelity & Casualty Company, 
said: 

“A puzzling matter that constantly 
confronts liability insurance companies 
is the determination of the correct re- 
serve for outstanding losses. 

“In the early years of the business, 
and for many years later, it was the 
practice of the companies to determine 
their reserves by estimating the cost 
of each individual claim outstanding. 

“This method of individual estimates 
was found unsatisfactory, and in 1901 
the State of Michigan, following an ex- 
tensive series of examinations of the 
companies by its then Commissioner O1 
Insurance, H. H. Stevens, made with 
the object of finding a better method, 
enacted a loss reserve law providing for 
the calculation of reserves by the 
method of loss ratios. 

“So matters stood till 1903, when the 
Travelers Insurance Company put for- 
ward the method of notices of injury 
and suits. This was enacted into law in 
New York State. This law was modi- 
fied in 1904, and again in 1905, this lat- 
ter time on the initiative of this com- 





Pacific Surety Company Examined. 





A second examination of the Pacific 
Surety Company of San Francisco, has 
just been concluded for the insurance 
departments of California and Colora- 
do, by Actuary S. H. Wolfe of New 
York City. 
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pany, since which time it has retained | 
the form it has at present. 

“Other states also have enacted loss | 
reserve laws—Massachusetts, Illinois, | 
and California in 1905 adopting the| 
method of notices of injury and suits, | 
Connecticut in 1905 also adopting the 
method of notices of injury and suits | 
but adding an alternative method of 
loss ratios which may be applied to the} 
companies by the Commissioner in his 
discretion, and Texas in 1909 adopting | 
the method of notices of injury and 
suits. Michigan, in 1905 also, amended 
its law, changing the loss ratio used 
of ‘not less than 40 per cent.’ to not less 
than 50 per cent.’ 

“None of these laws has given com-| 
plete satisfaction. As time has gone by, 
the feeling has grown that none of 
them provides a sufficient reserve. Hon. | 
William H. Hotchkiss, Superintendent 
of Insurance of New York, said in his | 
annual report to the Legislature, Jan- | 
uary 12, 1910: 

" ‘Employers’ Liability Insurance. | 
The special loss reserve required to be 
maintained by this class of corporations 
under section 86 of the insurance law 
is in most cases inadequate. It is prob-| 
able that, before the adjournment of | 
the Legislature, the department will 
have a specific recommendation which, | 
if enacted into law, will result in charg- | 
ing an adequate reserve against this 
class of insurance.’ | 

Views of Chief Examiner Hughes. 

“Charles Hughes, chief examiner of 
casualty companies of the New York! 
Insurance Department, had earlier ex- | 
pressed his dissatisfaction with the) 
New York law in his testimony before | 
the New York Commission on Employ- | 
ers’ Liability, etc., in November, 1909. | 

“It seemed proper ai this juncture | 
that the companies themselves, as the} 
parties first affected by the proposed 
revision of the laws, should give the 
matter their careful consideration. Ac- 
cordingly Mr. Seward called a meeting 
of the companies at the office of this 
company on May 138. After a full dis- 
cussion at the meeting, the following 
committee was appointed to collate 
data, make careful studies, and report 
back to the companies with a recom- 
mendation—William F. Moore, presi- 
dent New Amsterdam Casualty Com- 

pany, chairman; C. H. Franklin, man- 
ager Frankfort Insurance Company, F. 
W. Lawson, manager London Guarantee 
& Accident Company, William Bro- 
Smith, counsel Travelers Insurance 
Company, and Frank E. Law, assistant 
secretary Fidelity and Casualty Com- 
pany. 

“The problem of establishing a prop- 
er rule for calculating liability loss re- 
serves was an extremely difficult one, 
owing to the complexity of the condi- 
tions. Naturally a simple solution was' 
sought, but it is rarely possible to deal 
adequately with complex problems in 
simple ways. 

“In selecting a basis for the calcula- 

, tion of loss reserves, it is desirable that 

la quantity having an absolute relation 

to the hazard be selected, that is, a 
| quantity which is directly proportional 
|to the hazard assumed by the insuring 
|company and is independent of any ac- 
| tion of the insuring company. In life 
| insurance such a quantity is the life in- 
| sured, and this is selected as the basis 
|for the calculation of the net present 
| value of all the outstanding policies in 

force (which is in effect a loss reserve) 

rather than the premiums. In liability 
insurance such a quantity is the notice 
of injury, or the suit, or the pay-roll. 

“If the notice of injury and the suit 
are selected as the basis, then a meth- 
od such as that set forth in the New 
York law, or one similar to it, is ob- 
tained. 

“If the pay-roll is selected as the 
| basis, then a method known as ‘the 
| method of pure premium losses’ is ob- 
|tained. This consists essentially of the 
determination of a table of experience 
| setting forth the pure premium loss or 
jloss cost per $100 of pay-roll or otaer 
| unit measuring the exposure, and the 
|application of these to the pay-rolls or 
| other units of exposure of the business 
| Written, to ascertain the ultimate losses. 
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TO AGENTS AND BROKERS: 


Are you familiar enough with the 
new Liability Laws to advise and 
protect your clients’ interests? 
We will gladly send any informa- 
tion on request. 


The Philadelphia 
Casualty Company 


WALTER LE MAR TALBOT 
President 


PERSONAL ACCIDENT, HEALTH, 
LIABILITY, AUTOMOBILE, PLATE 
GLASS AND CREDIT INSURANCE. 

















Capital, $500,000 


Address Agency Department 


The ** EMPIRE” 
| STANDS FOR 

Aggressiveness 
| Prompt payment of losses 


Clean methods 


Agents wanted who are unattached and can produce 


The Empire State Surety Company 
84 WILLIAM STREET, NEW YORK 


AND 


business 











WORTH INVESTIGATING 


THE BIG OPPORTUNITIES FOR AGENTS IN WRITING 


COMMERCIAL and INDUSTRIAL 
Health and Accident Insurance 


Write and get eur proposition for Agents and Special Representatives on salary or ommission basis 


THE SECURITY CASUALTY COMPANY 
INDIANAPOLIS, IND. 
$100,000 deposited with Auditor of State for Protection to Policyholders 











But this method is rather complicated 
and cumbersome and could not well be 
adopted at this time when it is desir- 
able that an amended method of cal- 
culation be put into operation at au 
early date. It is, however, the most 
scientific method of all and may pos- 
sibly at some future time be found to 
be adapted for use. 
“The Method of Loss Ratios.” 

“There remains the use of the pre- 
miums as the basis, commonly known 
as ‘the method of loss ratios.’ The use 
of the premiums as the basis violates 
the cardinal principle that a quantity 
shall be selected which stands in ab- 
solute relation to the hazard. The 
amount of premiums received for cover- 
ing a given hazard is dependent upon 
the will of the company, for although 
rates are regulated by competition, a 
company is not compelled to write bus- 
iness and need not take it unless it 
wants to do so. Conceivably then one 
company might charge $100,000°in pre- 
miums for a given hazard and another 
company $80,000 in premiums for the 
same hazard. It is not wholly true that 
competition equalizes rates. The weak- 
er company must often take less than 
the strong company. 

“Nevertheless, however indefensible 
the method of loss ratios may be from 
the standpoint of strict theory, it has 


been found to work well in practice, 
and is the best method than can be 
adopted at this time. 

“The Committee of the Companies 
had many methods of calculating re- 
serves submitted, collated. much data, 
and made careful and prolonged studies. 
It is entitled to much credit for its 
thoroughgoing work. After many meet- 
ings, it finally decided to recommend 
to the companies a method based on 
loss ratios, with the addition of a suit 
test. 

“The Committee submitted its report 
to the companies at the meeting of the 
Liability Insurance Association, held at 
Hotel Plaza in New York City, October 
19 and 20. After careful consideration 
of all the questions involved, a loss ra- 
tio’ method with suit test, was adopted. 

“The matter was then referred back 
to the Committee to draft a bill em- 
bodying the method and to submit it to 
the ‘Committee on Reserves Other than 
Life’ of the Insurance Commissioners’ 
Convention. 

“If the ‘Committee on Reserves Other 
than Life’ is satisfied with the bill, it 
will no doubt be enacted into law in 
several states this winter. 

“The details of the method adopted 
cannot be disclosed until after the meet- 
ing of the ‘Committee on Reserves 
Other than Life.’” 
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The Western Life Indemnity Company 
of Chicago, offers exceptional opportunities to 
men who can write business. 


Address in confidence 


GEO. M. MOULTON, W. B. MUSSELMAN, 
President General Agency Mgr. 


Over $100,000 deposited with the State of Illinois 














Georgia Life Insurance Gompany 
OF MACON, GA. 


(Now Organizing) 
W. E. SMALL, President 
CAPITAL $1,000,000 SURPLUS $500,000 


LIFE AND CASUALTY INSURANCE 
Perfect Protection at a Reasonable Cost Under Safe, Sane and Conservative 
Management. First Class Openings in bothBranches for PRODUCERS 


Address M. Y. Manley, Superintendent of Agencies 














CHICAGO’S FINANCIAL GIANT 





Security Life Insurance Company of America 


W. O. JOHNSON, President, Rookery Bldg., Chicago 





Capital and Surplus Over $1,000,000 





For the Sells’ Ideal Agency, with the Security Monthly Income Policy 
Address, J. B. SELLS, Vice-President 


CHICAGO’S STRONGEST LIFE INSURANCE COMPANY 








A GIANT »~ SOUTH 


Its Name Is A Synonym of Strength 


Operating under the Compulsory Reserve Deposit Law of the 
State of Kentucky 


MEN OF CHARACTER AND ABILITY 
WANTED, TO WHOM WE CAN OFFER 
GOOD COMMISSIONS AND TERRITORY 


John Langham, Jr., President Joseph L. Durkin, Secretary Edward Madden, Treasurer 
The Home Life Insurance Company of America 


INCORPORATED 1899 
Policy contracts contain 
the 


DISABILITY CLAUSE 
Non-Participating Rates 


General Agents and} 
District Managers who 
can produce men and] 


business can secure a 





*«¢ Ground = Floor’’ con-} 
tract. 


Guaranteed Annual Bonuses of 
20 Per Cent. of Premiums 


EXCEPTIONAL GOOD TERRITORY TO BE OPENED UP 








ADDRESS 


M. LALLY, Gen’! Mgr., 416-18-20 Walnut St., Philadelphia, Pa. | 








WANTED---General Agent---For 
Pennsylvania 
THE INDUSTRIAL CENTRE OF THE WORLD 


IF YOU ARE THE MAN 
WE HAVE THE OPPORTUNITY 


“LET US GET TOGETHER” 





Address 


‘* Pennsylvania ”’ 


care The Eastern Underwriter 


105 William Street, New York City 


Know the Law! 


If you do not find what you want, 
ask INS 
furnishes legal opinions by expert 
Insurance Lawyers, Full Briefs ea 
any insurance question, Expert 
Adjusters, Confidential Reports, Ex- 
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ST. LOUIS, U.S. A. 





Writetoday for the new GUARANTEED 
MONTHLY SALARIED BOND CONTRACT. 
Something entirely new in the agency line, providing 





tisfactory ion for the present and guaran- ff | pert Insurance trial lawyers at 
teeing an INCOME FOR LIFE. Policy contracts moderate cost. 
sell at sight. There's an opening for you. WRITE TO 
me A? INSURANCE GREEN BAG 
543 Rookery - CHICAGO 


J. L. BABLER 
Genl. Mer. of Agencies 


MASSEY WILSON 
President 


Geo. J. Kuebler George R. Brown 
Counsel 

















Personal and Family Insurance Combined 





Citizens National Life Insurance Company 
W. H. GREGORY, President LOUISVILLE, KY. 





No trouble to get a hearing with this policy. It’s 
something more than life insurance. Write for 

















Scranton Life Insurance Co. | 


JAMES S. McANULTY, President 


HAS GOOD TERRITORY TO OFFER LIVE || 
AGENTS WHO CAN MAKE GOOD 





Assets - - $584,482 62 
Reserve - - - $201,330 00 
Capital - - - $300,000 00 
SURPLUS - “ - $64,374 37 


Address WM. E. NAPIER, Secretary 
SCRANTON, PA. 














booklet and agency terms. Address 


ALEXANDER McKNIGHT, Vice President 


The Fidelity Mutual Life Insurance Company 
OF PHILADELPHIA 
NN are Rn ae ee EN 


NATIONAL LIFE INSURANCE COMPANY 


Of the United States of Americ: 
ALBERT M. JOHNSON, President 


More than $9,750,000.00 in Assets 
Excess Security to Policyholders $1,300,000.C0 


CHICAGO'S OLDEST AND STRONGEST COMPANY 


OUR NEW POLICIES LOW RATES AND 
ARE WORLD BEATERS HIGHEST VALUES 


You Lose Money When You Neglect Your Chance 
to Sell Them. Write to 


ROBERT D. LAY, Secretary, 159 LaSalle Street, Chicago 


L. G. FOUSE, President 






























